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NO “INSERTED” BLADES 


The New BEAVER Reamers 


have one-piece Drop Forged 
Alloy Tool Steel Cones... 





No. 200 SWIVEL... %to2-inch .. $4.00 
No. 200R RATCHET .. to 2-inch . . $5.00 
No. 300R RATCHET .. %4, to 33-inch . . $5.60 


BEAVER 























Mill Supplies 


with which is consolidated Indus- 
trial Distributor and Salesman, 
and Mill Supply Salesman founded 
by Ernest H. Smith. 
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MILL SUPPLIES 
IS IN ITS 29th YEAR 
OF SERVICE TO THE 
MILL SUPPLY FIELD 
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REFINED SYRUPS 
& SUGARS, INC. 


PICK Thermoid 


CONVEYOR BELTING 


Aig 








The above photograph pictures one of three 
18” Thermoid Conveyor Belts installed at this 
plant. Belts carry coal approximately 135 feet 
and at an angle of 25 degrees. Photograph 
at left shows another 18’‘ Thermoid Conveyor 
Belt installed on a shuttle conveyor. 


Refined Syrups & Sugars, Inc., are moving 
into a newly purchased plant at Yonkers, 
N. Y. In specifying Thermoid on all 
conveyor installations in this new plant 
they based their selection on Thermoid’s 
proven performance in mills all over 
the country. 

They know that each belt has 
years of satisfactory service built 
into it and that their operating 


Thermon 





overhead on conveying will stay at the 
lowest possible cost per ton. 


When your customers consider replace- 
ments or new conveying installations, 
be sure they get all the information on 
Thermoid Conveyor Beltings. There’s the 
right belt for each particular type 
of material and for any special 
problems our engineering staff is 
available without obligation. 


More than half a century of progressive 
engineering and product development. 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. 


hermol 


Standard types of belting 
ilele oh ae Mel aciled ie! 


Conveyor Belting 


HOSE 


PACKINGS 


BRAKE LININGS 
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|THE POWER TRANSMISSION LINE a oe, 
THAT INCLUDES POSITIVE DRIVES 


| AND ASSURES GREATER SALES OPPORTUNITY 
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@ Welds made with Page Hi-Tensile ‘‘G’’ electrodes have re- 


markably high ductility. They stand shock and strain. They 
are welds that are more than merely strong. 


These superior welds are run at very high speed. The bead 
is surprisingly smooth. The rod operates quietly, with little 


spatter. It is used with advantage on production, maintenance 
and construction work. 


PAGE Hi-Tensile ‘‘G”’ gives you a real selling opportunity— 
a chance to profit through a truly exceptional product. 


SELL ACCO QUALITY in Page Welding Electrodes, Lay-Set Preformed 
Wire Rope, Reading-Pratt & Cady Valves, Campbell Cutting Machines, 
American Chains and Ford Chain Blocks. 


PAGE STEEL AND WIRE DIVISION 
MONESSEN, PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION e ANDREW C. CAMPBELL DIVISION @ FORD CHAIN BLOCK DIVISION ¢ HAZARD WIRE ROPE 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION « MANLEY MANUFACTURING DIVISION e OWEN SILENT SPRING COMPANY, INC. e PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION e WRIGHT MANUFACTURING DIVISION eIN CANADA: DOMINION 

,) CHAIN COMPANY, LTD. ¢ IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. e THE PARSONS CHAIN COMPANY, LTD. e I” Business for Your Safety 
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NUCUT FILES ARE 


NOW OR ANY TIME 


Users today are more finicky than ever about the files they buy. Files 
without backbone are “out”. Critical buyers want files that cut faster, 
cleaner, better — and last longer. 
That is why Nucut is the file for your customer to buy and the file for 
you to sell. NucuT’s better filing so pleases users that one man tells 
another — and another. Up go your sales, along with 
your reputation for quality products. 
Get all the facts on the HELLER NUCUT protective 
sales policy. Opportunities you ought to know about 
are waiting for you in your territory. A letter brings SELL 


complete information. No obligation. THE FILE 


ith the 
HELLER BROTHERS COMPANY * 


WHITE TANG 
Newark, N. J. Newcomerstown, Ohio 


HELLER NUCUT “WAVY TEETH” 
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emai” ‘Standard Bronze 
Globe Valve 


KENNEDY 
Fittings. too 


Complete lines of black and 
galvanized malleable iron 
screwed fittings, brass or 
bronzed screwed fittings 
and standard cast-iron 
flanged fittings and flanges 
are also included among 
the large list of Kennedy 
Products — an _ additional 
advantage of standardizing 
on Kennedy. 


is a profitable line 








for supply houses 


to handle 


ery! 


Standard Bronze oo. ~- Iron ne Globe 0. 8. ¢ RS Gate 
Gate Valve Valve 





——HUULEUREERRRERERRGRUGRUERURQGEGEREEEARREEEEERERRER EERO CORRE RRR ORDRCRRGRREREAEROREERREREEEEEEE 
Standard Iron Body 
Wedge Gate Valve 


OR well over half a century Kennedy Products have been serving industrial 
plants, and throughout that time it has been the Kennedy policy to sell to this 
field through the supply house. 


Kennedy Valves and Pipe Fittings are honestly built to give long, faithful serv- 
ice, are distributed through large, well-equipped warehouses located close to the 
principal industrial centers, and are priced to sell at a satisfactory profit to the 
supply house. 


At every step in the manufacture of each Kennedy Product a corps of experi- 
enced and competent — keep careful watch to make sure that the material 
and workmanship is perfect in every respect. 


Machinists and pipe fitters find that Kennedy Valves and Fittings go on the 
pipe easily, make up tight joints with minimum time and labor, and are thoroughly 
leak-proof on test. 


Operating engineers find that Kennedy Products can be depended upon to 
operate properly and give long service without maintenance expense. 


These are some of the reasons why supply houses find Kennedy Products a 
highly profitable line to handle. It will pay you, too, to standardize on them. 


Send for the Kennedy Catalog 


The Kennedy Valve Mfg. Co. Elmira, N. Y. 


Branches and Warehouses in Principal Cities 


NNEDY 


_ YALVES~PIPE FITTINGS~FIRE HYDRANTS 
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ALEMITE 


(Model 6433) 


Alemite Measuring Pumps are available in 
two sizes, Model 6432 delivering up to 6 
02.,and Model 6433 up to 16 oz. of lubri- 
Cant per “shot’”—amount determined in 
advance by setting screw handle at top of 
Pump. Both models operate by hand or 
foot valve. Both fit into bung of 400-Ib. 

Operating on 70 to 100 Ibs. of air. 





ALEMITE 
BARREL PUMP 
(Model 6700) 


For Volume Delivery with High Pres- 
sure. Air-operated unit; pumps lubricant 
direct from 400-lb. drums. Ideal for as- 
sembly line lubrication, conveyors, large 
bearings, and gear housings. Available in 
various piston ratios. Operates on 75 to 
175 lbs. of air. Delivers 6 to 15 Ibs. per 
minute at pressures from 600 to 6,000 Ibs. 
per sq. in., depending on piston ratio and 
air pressure. 


Pe Sites 
& 


STANDS UP | 
UNDER PUNISHMENT 
FROM WORLD’S LARGEST 
STRIP MILL 


ALEMITE HELICOID PUMP 
(Model 6667) 


Pumps Heavy Lubricant. Fits open head 
100-lb. drum; delivers heavy fibrous lubri- 
cant at pressure 33 times available air 
pressure (100 to 200 Ibs.) Agitator at 
bottom brings lubricant to helicoid or 
spiral in center column, whence it is 
drawn into high pressure chamber. 





ALEMITE 
“ROCK 


CRUSHER” 
(Model 6528) 


Air-operated Alemite Power Gun; easily 
handles heavy lubricants at pressures 33 
times air pressure (100 to 200 Ibs.) Helix 
arm and worm in tank pulls lubricant into 
high pressure cylinder for positive prime 
and freedom from air pockets. Capacity, 
40 Ibs. Electric “Rock Crusher,” Model 
6524, also available. 


Mieet the Welcoming Committee 





@ for the new 
THE DISTRIBUTOR: 
“Quick profits are my dish! 
And we'll get them with 
the new low-price Drill- 
master. The combination of 
low cost and Thor quality 
is going to give us fast turn- 
over and step up our elec- 
tric tool sales. That's why 
I'm chief ‘Grester’ on the 


Welcoming Committee for 
the new Thor Drillmaster.” 





HIS CUSTOMER: “We have a lot of ‘pick- 

up’ drilling jobs around our shop . . <m : mS HIS SALESMAN: “The Drillmaster is the 
theyre mostly light work and don’t justify — em. tool I needed for my customers who are al- 
us buying higher priced production tools. : ae ways asking, ‘Why can't we get a good drill 
The new Drillmaster gives us exactly what . as “+ for light work at a price we can afford to 
we want . . . Economy and Performance at . pay?’. You can count on me to be right up 
one low cost!” a in the front ranks when the Drillmaster 


starts leading the parade.” 


/; b/ 








RA THE MAN WHO USES THE DRILL: 


“This new Drillmaster is a ‘honey’... 
it's small, light and easy to handle. 


Koa N Plenty of power, too. I don’t ‘baby’ 
ee tools ... and for my money there isn't 
a light-duty drill in the running with 

it for anywhere near the price.” 


$19.99 


The Quality 4” Drill in the Low Price Field 


"> To Thor distributors the new Drillmaster brings new opportuni 
| for increased sales and profits. Now you can offer your custom 
a low-priced drill that makes no compromise with quality ... ad 
that brings Thor quality within the reach of every tool user. 
| about the sales possibilities in your territory. 





Franchise 
to Profit... 


Condor Whipcord V-Belts 
in insulated wire plant. 


Gondc 


PRODUCTS 


Compensated Belt 
Conveyor Belt 
Standard Belt 
V-Belt 

Acid Hose 

Air Hose 

Brewers Hose 
Contractors Hose 
Creamery Hose 
Fire Hose 
Garden Hose 
Hydraulic Hose 
Oil & Gasoline Hose 
Packers Hose 


OTHER MANHATTAN 
PRODUCTS 


Paper Mill Hose 

Sand Blast Hose 

Sand Suction Hose 

Spray Hose 

Steam Hose 

Water Hose 

Air Tubing 

Dredge Sleeves 

Chute Lining 

Launder Lining 

Industrial Brake Lining 
ond Brake Blocks 

Textile Mill Specialties 


Condor Compensated Belt on main pulley shaft in large saw mill. 


RUBBER PRODUCTS 
Keep Industry Sold... 


It is the performance of the products you sell that builds repeat-orders 
and repeat-profits. 


When you stock Condor Products, you stock performance. With Condor 
Compensated, Condor Whipcord Endless, Condor Whipcord V-Belts, 
you can meet industry’s demand for efficient, economical power trans- 
mission; with Condor Hose, you can meet specifications of both industry 
and construction for everyday performance in air, water, steam or 
suction service. 


These are but a few items in the com- 
plete line of mechanical rubber goods. 
Known everywhere, Condor and 
Manhattan Products are preferred by 
a constantly growing number of 
industrial buyers for performance 


that shows them new economies. 


Write for details of the Manhattan 
franchise —a franchise to profit. 


Suction Hose 
Oil Hose 


Molded Rubber 
Goods 


Other Grades of Hose ojjjess Bearings 


Packing 
Matting 
Pump Valves 
Tubing 


Belting of Every 
Description 
Molded Hose for 


Condor Sand Blast Hose in 
use in a metal finishing plant. 


Washers Every Service 


¢ %in Naren 
Tos." ayaddyy 


THE MANHATTAN RUBBER MFG.DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
EXECUTIVE OFFICES AND FACTORIES 
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FIG. 102 
BRONZE GLOBE 
VALVE. 


FIG. 375 
BRONZE GATE 
VALVE. 


RUGGED VALVE 

CONSTRUCTION | 
Se IS ESPECIALLY DESIR- 
BRONZE GLOBE | ABLE TO THE ENGINEER. 
VALVE. f . IT MEANS WITHSTANDING 


ABNORMAL WORKING CON- 
DITIONS - - - YEARS OF 
SAFE, TROUBLE-FREE > 

VALVE PER- 
FORMANCE 


POWELL VALVES 


ES SO ee ee ee ee 
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AHLBERG 


==es==== calls your attention to some 
important facts that you should consider 
now—points that will explain how you can enjoy 
the most complete all type bearing service available 

today — from a single source — at profits that will 
surprise you. All industry uses bearings—you should sell them. 





ATTENT 


wore 


7 Complete Lines 











Ahiberg offers you 7 distinct lines—all you 
need—all from one source—quality beyond 
question. 


1. G58) Master Ball Bearings — single 
row—double row and self-aligning. 

2. (58) Pillow Blocks, Flange Units, Take- 
up Units, Lineshaft Hanger Bearings 
—all with outstanding advantages in 
shaft locking design and 
arrangements. 

. Ahlberg Ground Bearings—the popu- 
lar replacement bearing of industry. 
The line which sells itself. 

. Bower Tapered Roller Bearings. 

. Norma-Hoffmann Bearings. 

. R.B.C. Solid, Spiral and Needle type 
Roller Bearings. : 

. Thrust Bearings. 


Write Today for Details 


sealing 





ATTENTION 
POINT 2 


Only One Franchise 

Why have the bother making and the 
trouble having several franchises when you 
need have only one—one that covers you 
completely and gives you a nearby source 
of bearings and pillow blocks for practi- 
cally every requirement that could be pre- 
sented to you. 


ATTENTION 
POINT 3 


8 Branch Stocks 


Wherever you are there will be an Ahlberg 
branch warehouse near you—with a com- 
plete service stock of all types of bearings 
at your service. This type of service is vital 
to you where quick service is demanded. 


ATTENTION 
POINT 4 


Small Inventories 


Because Ahlberg supplies all lines on one 
franchise and serves the distributor from 
































one of its 28 branches—heavy inventories 
are not necessary—turnover is frequent and 
ATT Ew I 


investment is small. 
ON 
& POINT 5S E 


Selling Features 
trademarked bearings are precision 
made of the finest and costliest materials. 
Pillow blocks are built around exclusive fea- 
tures that make sales and build good will. 


ATTENTION 
POINT 6 


The Leader Line 


Ahlberg Ground Bearings are truly a leader 
line. Industry has used them for thirty years 
and likes them. Why?—because they save 
the user an additional 40% on bali bearing 
replacement costs and give 100% satisfac- 
tion. They are the only bearings that sell 
themselves. 


AHLBERG BEARING CO. 


3025 W. 47th ST. CHICAGO, ILL. 
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Lf apitalize This Mark eo) fcceptance 


@ When you display and sell Williams’ products you 
are capitalizing our investment of more than fifty years 
in making that name stand for quality in drop-forged 
tools and shop accessories. Through dominant and 
consistent advertising to your customers and pros- 
pects, Williams’ trade-mark is universally known and 
accepted by industry. 


There is no greater name in wrenches than “Williams”. 
And that same prestige applies to “C” Clamps, Hoist 
Hooks, Eye Bolts and many other staple items that go 
to build profitable volume for industrial distributors. 
Get the facts on Williams’ line. 


EYE 
BOLTS 


—" 
CLAMPS 


. BH. WILLIAMS & CO. LES e's eee Bee Be 40, AFAYETTE ST., NEW YORK 
“C” CLAMPS PIPE VISES PIPE TONGS THUMB NUTS & HOIST HOOKS EYE BOLTS 


SCREWS 
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» « « « » Mill Supplies ~ ~ + 


E. J. McOSKER and JOHN J. WELCH, Editors 


Since 1929—What? 


Recently we listened to an official high in the 
ranks of purchasing agents, probing into the dis- 
tributor’s status now as compared to, say, ten 
years ago. To us, as to everyone concerned with 
selling, the voice of the buyer is the voice of the 
Boss. But this individual’s views are important 
not so much for their news value (since these 
things are known to us and to you) but for their 
stimulative effect to set us thinking about the 
whole broad picture of industrial distribution. 

On the one hand, he reports, p.a.’s in general 
are inclined to feel a little more kindly toward the 
distributor. But on the other, reciprocity has 
grown to such size that some large companies have 
appointed vice-presidents in charge of the practice, 
and a congressional investigation of its effect is 
an actual possibility. And .. . price cutting is 
rampant, a fact which, believe it or not, is disturb- 
ing to the p.a., for he insists that an orderly 
market is more to his liking. 

(As a case in point, there’s the story of one 
buyer who, as a test, called for bids on an order, 
then, after receiving them, took no action for a 
week . . . by which time nearly every bidder was 
back voluntarily with a deal to take the job for less 
than his original price. 
faces. ) 

Hastily we have tried to compare these impres- 
sions with the findings of the Joint Merchandising 
Committee of ten years ago. We spent a lot of 
money then, but spent it well, to learn that price- 
cutting and reciprocity existed but were not ramp- 
ant, and that the distributor had a place in the 
buyer’s heart but there was room for expansion 
therein. We learned many other things, too, which 
helped us for some years afterward. 


We pause to count red 


Since 1929 our whole economic system has 
somer-saulted. Mighty few things which we then 
took for firmly rooted precepts count for much 
today. It is stretching optimism too far to hope 
that so important a thing as our industrial market 
could have weathered this turmoil without radical 
change. 

We can't escape the thought that if the informa- 
tion which J. M. C. provided on the above three 
points is outmoded, how much of its other findings 
are likewise out of date? The market we surveyed 
in ’29 was not the market we have today—but 
how is it different? Have buying habits changed ? 
suying factors? Do buyers require a different 
kind of service from distributors? Do they buy 
in greater quantities or less? Who helps spec- 
ify brands? Dozens of questions suggest them- 
selves 


By the natural course of such thinking we are 
bound to conclude that the distribution field is 
again in need of some real, honest-to-God facts 
about its market. And, suiting action to the 
thought, we herewith announce that: 

1. Mitt Suppiies is ready to contribute its 
widespread facilities toward a survey of the mar- 
ket for industrial supplies. 


2. The editors have already begun to lay the 
groundwork for a real, serviceable market study 
conducted along modern lines. 

You will hear more about this in forthcoming 


issues. Meanwhile, our ear is cocked for sugges- 
tions. Since the job is to be done for you, you 
can help by guiding our efforts in the proper 


direction toward the information you need most. 
Will you help? 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


»- 


qs 


or” 
yy. 


~~ 


: 
4 





» 
by 





ra The reputation of an industrial 
distributor's establishment rests largely 
upon the performance of the products 
which he has supplied. For that reason, 
a distributor points with pride to records 
of unusual service provided by goods 
from his stock. 

Years of continual satisfaction afford- 
ed users of Republic Mechanical Rubber 
Goods have established a creditable 
name for both the products and the dis- 
tributors. To uphold this reputation, Re- 
public's scientists are constantly at work 
to maintain the highest possible produc- 
tion standards. Every Republic Product is 
built under their careful supervision and 
must pass their rigid tests before leaving 
the factory. 

No distributor can afford to be un- 
certain of the serviceability of his stock. 
Give your customers the greater depend- 
ability and longer life of Republic Hose, 
Belting, Packing and Molded Rubber 
Goods. Republic Rubber Division of Lee 
Rubber and Tire Corp., Youngstown, 
Ohio. 


RUBBER 
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TALK OF THE TRADE 


BLOW HARD: Seems like an epidemic of anniversaries is upon 
us... Put 40 candles on the birthday cake for Pratt-Gilbert 
(Phoenix, Ariz.) ... Ten for Sterling Rubber Products Co. 
(Dayton, O.) ... Ten for Machine Tool & Supply (Tulsa, 
Okla.) . . . And 20 for Vance Boyd (Standard-Shannon, Phil- 
adelphia) who has been in the supply field just that long. 


FRANKLINITES: Always a party to be prepared for (or 

warned against) is the annual Christmas gathering of the Franklin 

Luncheon club, located just opposite Franklin Hdwe., in N. Y.... 

Among the standouts at the latest blowoff were: Biggest noise- “ 
maker, Roy C. Schmidt (Stanley Tools) . . . Best story teller, The Merritt System 
Bob Cruise (Corbin Screw) . . . Most frustrated man, Charlie 

Merritt (Reed Mfg. Co.) . . . Whose famous knife trick couldn’t 


be re Si ‘A 2 , » 1 g oT r f y -- I . a e7 ah, 
e staged since no one would lend him a derby . . . And whos« bY Ze Va 
> / 


jokes each met the fate of having the audience walk out. y SP 


COMEBACK: Prize ring tradition insists that “they never come bath 7 
back” and you can take this as gospel truth from T. H. Abbey >. L 
(J. M. Tull Metal & Supply, Atlanta) . . . He attained cham- q ail 
pionship caliber as a wrestler in the Navy during the war, found \) 

his niche in the supply business afterward, then succumbed to the 
comeback bug . . . The layoff had softened him up so that a Why Abbey Swore Off 
younger opponent at the “Y” bounced him off either the floor or 

ceiling (he doesn’t remember) and left him with a broken collar , SS 

bone . . . Abbey figures selling steam specialties is a good, safe Or 5 ty 
business and has specialized therein ever since. A) 4 


ADD SPORTS: Last month’s big fight at the Garden was 
Apostoli vs. Conn . . . With the former a 13-5 favorite and the 
latter a decisive winner . . . And, mates, you could have had the 
right dope on this one and won some of that long-shot money by 
listening to “Jap” Williams (Chandler-Boyd, Pittsburgh) . . . 
Where “Jap” gets his lowdown is not for us to say but you can 
usually string along with him to your profit. 


ECHO: According to J. Keene Lewis (Hollis Supply, Little 
Rock) their firm’s recent write-up in MILL SUPPLIES was 
quickly followed up by an inquiry from the Philippines . . . (Adv.) 


NEIGHBORHOOD NEWS: Want a good tenor to entertain 
your next banquet? ... Try Robert T. (“Bob”) Jones (Jen- 
kins Bros.) . . . He has experience and they go for him... 
P, W. Klinger (Klinger-Dills, Dayton, O.) is in Florida, a fugi- 
tive from a tough winter . . . While C. Alfred Miedel (W. H. (Pry & 
Kiefaber Co., same town) has been laid up at home with la KF A 
grippe . . . Charley Allinger (Chas. A. Strelinger, Detroit) is 4 

the proud owner of a dollar coined in 1799 . . . (We believe this (NV 

because we saw the dollar) . . . Says it’s the same dollar Wash- 

ington threw across the Rapahannock . . . (You can take that Charlie's Dollar— 
or leave it, we were not a witness). ih Ws But No Washington 


Amazing Circulation—Yes? 
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The sleek white MONARCH is 580 feet long, weighs nearly 28,000 tons, has all the appointments of the finest hotel 


CRUISE CONVENTION SHIFTS 


New cruise plan gives extra day at less cost, stop at Norfolk. 


Boat will dock at Bermuda. Every room with private bath 


DUE TO REVISION of transatlantic 
schedules which makes it impos- 
sible for the Bremen to carry the 
Convention Cruise, the committee 
has secured the Monarch of Ber- 
muda as the official cruise ship. 
She will sail from New York May 
25 and return June 1. 

While the Monarch is not so 
large as the Bremen, there are sev- 
eral features and advantages that 
are particularly suitable to the 
convention needs. At no extra 
cost (in fact most accommodations 
are actually cheaper) the cruise 
will be one full day and night 
longer which, with Decoration Day 
at sea, also means no increase in 
the number of business days in- 
volved. 

A special stop, both to and from 
Bermuda, will be made at Norfolk 
for the convenience of Southern 
members and others who may 
want to save two days or avoid 
the trip to New York. In addi- 
tion, the Bermuda government has 
made a special concession to the 
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industry and will permit the ship 
to enter the harbor on Monday 
and lie at the Hamilton dock. This 
will greatly facilitate shore ar- 
rangements and will be welcome 
news to those who have entered 
the Mill Supply Golf Tournament 
which will be played at Mid-Ocean 
as orginally planned. 

The Monarch of Bermuda, es- 
pecially built for the Bermuda run, 
is perfectly designed for pleasure 
cruising. Every room has a pri- 
vate bath and toilet. Every room 
is first class—no second, third or 
tourist class. The main lounge, 
with a practical stage and balcony, 
is perfect for the joint sessions and 
there are plenty of large public 
rooms for the individual meetings. 
Two 
closed promenade, large sports and 
sun decks provide maximum op- 
portunities for recreation at sea. 
The luxurious comfort and the last- 
word modernity, the sumptuous 
lounges and dining salons, the gay 
cafes and tea verandas, the cinema 


swimming pools, glass-en- 
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The ladies will enjoy this 


and smoking rooms of the Monarch 
promise to make this convention 
the perfect holiday. 

The work of shifting reserva- 
tions from the Bremen to the 
Monarch is under way and dele- 
gates who have already reserved 
space are requested not to write 
to the cruise agency, Thos. Cook 
& Son until after receiving notice 
of their new reservations. Owing 
to the difference in the size of the 
old and the new cruise vessels, the 
number of accommodations still 
available is very limited, so it will 
behoove members to send their 
reservations in without delay. 








CRUISE ITINERARY 


THURSDAY, MAY 25 NEW YORK. The Monarch of Bermuda will sail at 6:00 P.M. from the Furness 
Bermuda Line Pier, foot of West 55th Street. Dinner and dancing during the evening. 

FRIDAY, MAY 26 NORFOLK. The Monarch will arrive at Norfolk, Army Base Pier No, 1, at 9:00 A.M. 
and sail at 10:00. Convention sessions in the afternoon, entertainment and dancing in 
the evening. 

SATURDAY, MAY 27. AT SEA. Convention Sessions. 


Shipboard activities, bridge, deck sports, movies, 
dancing. 


SUNDAY, MAY 28 BERMUDA. The Monarch will anchor in Grassy Bay about 7:00 A.M. Frequent 


tender service for shore excursions. The ship will be the hotel without extra cost while 
in Bermuda. 


MONDAY, MAY 29 BERMUDA. The ship will dock at Hamilton in the A.M. Official Mill Supply Golf 
Tournament at Mid-Ocean Golf Club. The Monarch sails from Bermuda at 5:00 P.M. 

TUESDAY, MAY 30 AT SEA. Convention Sessions. Shipboard activities. Annual banquet followed by 
dancing. 

WEDNESDAY, MAY 31 NORFOLK. The Monarch will arrive about 8:00 A.M. and sail at 10:00. Cruising 
along the Virginia and Jersey coasts. Shipboard activities. Dancing in the evening. 

THURSDAY, JUNE 1 NEW YORK. Arrive Furness Bermuda Line Pier about 8:00 A.M. 











TO MONARCH OF BERMUDA 


The MONARCH OF BERMUDA, especially designed for cruising to Bermuda, is the last word in luxury. In all 
rooms fans provide a constant flow of fresh sea air which may be regulated by passengers. Every room has a private 
toilet and a private bath with hot and cold fresh water. This is a typical minimum-price room 
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YOU CAN GAGE COSTS 


The question of measuring ex- 
penses in handling individual 
lines is fast coming to the 
front .. . Before and at the 
next convention this topic 
promises to provoke lively dis- 
cussion, and eventually it may 
lead to greater volume and 
profit . . . Into that pre-con- 
vention debate we toss this 


case history showing how one 


distributor set up a yardstick 


that helped him do a more 
intelligent selling and manag- 


ing job —The Editors 


IMPOSSIBLE to determine the cost 
of handling individual industrial 
lines? N.R.A., attempting to set 
up a standard cost accounting sys- 
tem for the industrial supply trade, 
threw up its hands. And, as com- 
mittee members representing our 
three associations set out to in- 
vestigate the feasibility of attack- 
ing the proposition from a new 
angle (see Mitt Suppties, Janu- 
ary) many are saying, “It can’t 
be done”, even though the pro- 
posed new approach is less formid- 
able, less complicated and presents 
fewer obstacles than the N.R.A. 
endeavor. 

However, evidence that “it can 
be done” is contained in the report 
below, which describes a cost study 
one distributor made of his busi- 
ness some eight years ago. The 
method used to arrive at costs is 
the important thing in demonstrat- 
ing that a cost determination plan 
is possible. And because of this, 
the distributor who developed and 
used this system has granted per- 
mission for Mitt Supp ies to de- 
scribe it, although for obvious rea- 


Nearly half the cost involved in handling one particular line is found to be 


sales expense 


sons his name is omitted. We'll 
give him the always handy alias of 
“Jones” and get on with the story. 

The “cost of handling” per- 
centages determined by this study 
were not pretty to look at, for 
the year was 1931 and volume was 
far from normal. 

Mr. Jones wanted to know the 
cost of handling each of eight dif- 
ferent items, so first he divided 
his expenses into seven depart- 
ments and then, by studying the 
operations required to handle each 
of the eight lines, allocated to each 
line a proportion of the expenses 
in each of the seven departments. 

The table shows where expenses 
fall under the different department 
headings. This process is merely 
an accounting procedure. Portion- 
ing out these department expenses 
to the lines in question is the real 
heart of the system. This was done 
as follows: 

1. Maintenance Department ex- 
penses were distributed to each 
line on the basis of square feet of 
floor space occupied by the stock 
as compared to total floor space. 
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2. General Office and Adminis- 
tration expense was distributed on 
a ratio of total purchases plus total 
sales of a given line to total pur- 
chases and total sales of all lines. 

3. Purchasing Department ex- 
penses were distributed on the 
basis of number of purchase orders 
issued for the line in question com- 
pared to total purchase orders is- 
sued for all lines. 

4. Sales Department expenses 
were allocated on a straight ratio 
of dollar value of sales for the par- 
ticular line to total sales for all 
lines. 

5. Warehousing, Receiving and 
Shipping expenses were distribu- 
ted on a basis of total purchases, 
plus total sales of the line in ques- 
tion as compared with _ total 
purchases plus total sales of all 
lines. (Same as No. 2). Here, 
however, only shipments from 
stock were considered, direct ship- 
ments being eliminated. 

6. Garage Expenses, although 
tabulated separately, were charged 
into Department 5 before alloca- 
tion was made. 











EXPENSE BREAKDOWN 


1. Maintenance Department 


Labor—Porters, Watchmen, etc. 
Electricity 

Electrical Supplies 

Fuel (Steam & Gas) 

Porter’s Supplies 

Repairs to Equipment 

Rent (Except Garage) 
Miscellaneous Supplies, Expenses 


2. General Office, Administration 


Executive Salaries 

Office Salaries and Wages 

Association Dues 

Credit and Collection Expense 

Employees Fidelity Bonds 

Office Supplies 

Postage (Except P.P.—Outgoing 
Mdse.) 

Printing and Stationery 

Publications and Periodicals 

Repairs to Equipment 

Telephone and Telegraph 

Travelling Expense (Other Than 
Salesmen) 

Miscellaneous Supplies, Expenses 


3. Purchasing Department 


Purchasing Agent and Assts. 
(Salaries) 

Office Supplies 

Printing and Stationery 

Publications and Periodicals 

Telephone and Telegraph 

Travelling Expense 

Miscellaneous Supplies, Expenses 


4. Sales Department 


Sales Manager's Salary 

Salesmen’s Salaries & Commis- 
sions 

Sales Office Salaries 

Advertising 

Freight, Express and P.P. (Out- 
going Materials) 

Office Supplies 

Postage 

Printing and Stationery 

Publications and Periodicals 

Telephone and Telegraph 

Travelling Expense 

Miscellaneous Supplies, Expenses 


5. Warehouse, Receiving, Shipping 


Labor 

Cartons and Crating Materials 
Nails, Staples, etc. 

Office Supplies 

Repairs to Equipment 
Miscellaneous Supplies, Expenses 


6. Garage 


Labor—Truck Drivers 
Drayage—Outside 

Gasoline and Lubricants 

Repair Parts, Trucks 

Repairs to Equipment 

Rent 

Small Tools 

Miscellaneous Supplies, Expenses 


7. Pipe Shop 


Labor—Foreman, Mechanics 
Gasoline and Lubricants 
Repairs to Equipment 
Small Tools 


Miscellaneous Supplies, Expenses 








Knowing the costs of receiving, warehousing and shipping aids efforts to 


reduce the overhead in these departments 


O ffice and administrative expenses, always heavy in a distributor organization, 
must be figured m on selling price 


7. Pipe Shop expenses were 
charged directly to pipe sales from 
stock. 

The stage being set, Jones was 
now ready to apply the yardstick 
to a specific line. Expressing ex- 
penses in terms of costs per $1,000 
of sales, here is what he found on 
one of the lines: 

Maintenance Dept 

Gen’l Office and Admin 70.20 

Purchasing Dept 9.62 

Sales Dept 109.00 

Receiving and Shipping (Inc. 
Garage ) 


Total 


Searing in mind that volume was 
low, Jones still found that it was 
costing him 23.6 per cent of sales 
to handle this particular line. And 
unless he could get more than that 
percentage on gross profit, it was 
actually costing him money to 
handle the line, in addition to the 
fact that he was receiving no re- 
turn on his investment in inven- 
tory and time. 

“It is possible, in fact probable,” 
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says this distributor, “that others 
will have different ideas about 
methods of allocating expenses. 
Garage expenses, for example, 
might be placed on a tonnage basis 
or on a ‘number of deliveries’ 
basis. These points are minor, 
however. The fact remains that, 
for me, this method gave a clear 
picture of the relative cost of han- 
dling eight different lines. 

“Furthermore, the results gave 
me something solid to work with 
in setting out to find ways and 
means of lowering costs, increasing 
sales and handling efficiency—and 
increasing my profit.” 

The importance of this study in 
relation to the conduct of the dis- 
tributor’s selling activities is sig- 
nificant, too. “There must be 
some reasons why my customers 
continue to buy certain items di- 
rect,” he said. “One of those rea- 
sons undoubtedly is price.. Now, 
we can lick the price situation— 
but we can’t make a move in that 
direction until we know = accu- 
rately what it costs us to do busi- 


ness.” 
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WELDING 


RATES A DEPARTMENT AT OLIVER VAN HORN 


By E. J. HAAS, Jr., OLIVER H. VAN HORN CO., INC., 


SHREVEPORT, LA. 


FUSION WELDING is still a recent 
development—a_ relatively new 
method of joining two pieces of 
metal without the use of force. 
Though it appears to be essentially 
simple, it has proven to be a high- 
ly specialized art. Its wide adop- 
tion throughout industry has 
created a demand for welders of 
all types, a demand which has 
been met by courses in welding 
engineering in colleges and schools, 
providing the basic knowledge for 
specialized training by various 
welding-equipment manufacturers. 

Welding has been exceedingly 
fortunate in that the equipment 
manufacturers saw its future pos- 
sibilities and gambled on getting 
an eventual return from extensive 


NEW ORLEANS AND 


research by engineers and metal- 
lurgists. The research has re- 
sulted in many techniques and 
types of welding, with recent 
remarkable advances in the weld- 
ing of alloy steels and special non- 
ferrous metals. 


Big Strides 


Both the oxy-acetylene and elec- 
tric-arc welding techniques have 
made enormous strides, the “gas” 
welding developments perhaps 
eliciting less notice because this 
branch of the industry is better 
known. In are welding, I consider 
these recent developments of par- 
ticular worth: 


1. The development of weldable 


Technically trained department head, products of six manufactur- 


ers, and an equipment-repair department insure service and sales 
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All items carried in the extensive 
Van Horn welding stock are given 
attention in the attractive window 
display. E. J. Haas, Jr., in circle, 
checks the inventory situation 


alloy steels giving tensile strengths 
as high as 120,000 Ib. per sq. in. 

2. The development of alumi- 
num electrodes. 

3. The development of bronze 
electrodes, which can be used just 
like ordinary acetylene brazing 
rod. 

Present research is undoubtedly 
going to result in still further ad- 
vances in the art within the next 
few years. In order to use them 
effectively as they are announced, 
our company has incorporated all 
welding equipment in one depart- 
ment under a factory-trained man 
who also has the benefits of a 
technical education. The depart- 
ment head is at all times available 
to provide welding information to 
customers or our other salesmen, 

(Continued on page 92) 





WE FOUND A NEW “ANGLE” 


DIRECT-MAIL ADVERTISING 


A quick picture of how the Henry Walke Company uses a 
new monthly bulletin to sell customers on the sound logic 
of making full use of their services—without paying one 
cent for preparing, printing and mailing the bulletin 


BY ROBERT PAGE preEsIDENT, HENRY WALKE CO., NORFOLK, VA. 


WHEN ANOTHER DISTRIBUTOR 
direct-mail piece makes its appear- ; : 
ance, you can justifiably say—‘“So RIGHT: Standard mast of 
what!” But when it has a new the mailing, Valves, pour 
. , ised illustration of the “Vaive 

angle of presentation, wins the en- oi 

; of the Month.” Note large, 
thusiasm of our salesmen, and bold name plate identifying 
costs us nothing—that’s news! fonyy Walke Co. as source 
This is exactly the record of the of the mailing 
new house organ “Valves” which 
our customers have received for 
the past three months. 

No one can deny that many dis- 
tributors are skeptical of the tangi- 
ble value of advertising material 
mailed out to customers and pros- 
pects. This may be due to several 
causes, but the leading ones are, I 
think: First, the cost of this mate- 
rial; and, second, a past history of 
failure of many such mailings to 
achieve their purpose. ' 

With a clear picture of this situ- 











JENKING LONE 








ation in mind, we set out, in co- 
operation with the manufacturer 
whose line of valves we carry, to 
remedy the situation. We agreed 
that anything we did must be at- 
tractive and professional looking. 
To send out material which did 
not reflect the character of our 
company would be worse than 
sending none at all. Then, too, the 
mailing must do a real job in over- 
coming a deep-seated misunder- 
standing of the distributor’s place 
in our economic set-up. 

Our first premise was that in 
return for a helpful presentation 
on valves and valve types, the 
manufacturer would assume all 
cost of printing, addressing and 
mailing. This meant that we had 


(Continued on page 91) 
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ABOVE: Inside spread, 
complete picture of dif- 
ferent valve type each 
month 


LEFT: “The Valve 
Inquirer” asks and an- 
swers a pertinent ques- 
tion embodying distribu- 
tor’s name, making sales 
points for the product— 
and condensed data and 
reference charts on the 
“Valve of the Month,” 
giving information for 
easy identification 
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rurting TEETH W SAWBAND SALES 


If you know what you're selling, you can sell—that's a good old 


maxim that applies particularly to the job of selling bandsaws 


By E. J. TANGERMAN, TECHNICAL EDITOR 


Three bandsaws and two hacksaws provide the tool steels for 
the general toolroom of one of America’s largest automobiie plants 


TOOL AND DIE SHOPS, testing de- 
partments, machine-tool shops, re- 
pair shops—in fact all plants which 
cut a lot of steel and alloy bars, 
plastics, fiber, rubber, mica, slate, 
transite—and of course, wood—are 
good, steady markets for replace- 
ment saw bands. You'll have to 
search them out, but once they're 
found, they’re a gold mine. Let's 
forget, for this article, the wood- 
cutting characteristics of 
which are pretty generally known, 
and concentrate on metal-cutting 
bandsaw bands—which actually cut 
everything else except wood. 

To begin with, these saw bands 
are made in two types, one with 


saws, 
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hard edge and _ flexible _ back, 
the other with blades hardened 
throughout. The first is by far 
the commonest, being used for all 
sorts of cutting jobs at compara- 
tively low speeds. The second is 
used only for cutting soft, thin ma- 
terials at high speeds, say 3,000 to 
10,000 ft. a minute (or 7 to 2 
miles a minute, if you like to say 
it that way!). 


High-Speed Blades 


The high-speed blade, also called 
spring-tempered or Swedish-steel 
saws, are tempred throughout, so 
can be resharpened just as you'd 
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resharpen a wood saw. The blade 
teeth don’t cut out a chip as a 
milling cutter or the soft-back 
blade does, but actually wear away 
the material by friction. These 
blades cut thin sheet steel (such 
as automobile-body stock), soft- 
steel tubing, soft aluminum (such 
as windshield molding), Bakelite, 
Micarta, Textolite, etc. The teeth 
are hard enough to stand many 
hours of service, but tough enough 
to stand the terrific strain of high- 
speed cutting. Then the blade 
can be resharpened and reset. The 
“set” or sideward angle is always 
“straight”, alternating right and 
left, and the temper is always the 
same. But there are two degrees 
of set, the “regular” and the “Pull- 
man”, the latter having less top 
clearance, hence sturdier under 
hard service. 

The common flexible-back blade 
has far greater versatility, hence 
is made in a number of different 
tooth pitches (number of teeth per 
inch) and in three “tempers”, very 
hard, medium and soft. The hard- 
est temper cuts Transite, asbestos 
sheet, Bakelite, cast iron, bronze, 
carbon tool steel, etc. The very 
soft is designed especially for cut- 
ting thin sheets and tubing where 
the teeth in a hard-tempered blade 
would “shell”, or break out, as 
they strike the edge of the piece 
being cut. The medium, as usual, 
strikes in between, taking the ordi- 
nary steels and the regular jobs. 








METAL-CUTTING SAWBAND SPECIFICATIONS 








Material 


Aluminum alloy 
(pistons, moulding) 
Aluminum pure........ 
Aluminum sheets 
Asbestos sheets 
(thin gages, abestos board, etc.) 


Babbitt 


Brass cast — soft 

(screw stock, saiepiien | brass, etc.).... 
Brass cast —hard...... 
Brass sheets and tubing 


Bronze 

(manganese, tobin, etc.) 
Bronze castings. . 
Bronze moulding . Rs 
Builders board. ...... 


Carbon tool steel 
Cast iron 
Cold rolled — ee 


Cop) 
Drill rod... 
Everbright 
(nickel, copper deed 
Everdur.... 
Fibre 


High-speed steel... es 
Hose — canvas and rubber 


Hose — metallic. . 

Iron bars. . 

Iron Save (under 20 ga.) 
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(Nirosta, ascoloy, etc.) 
Machinery steel]... . 


Malleable iron 
Metal wood...... 
Mica 

Monel metal..... 
Nickel silver 








Nickel steel 
Pipe 


Radiator core. ... 
Rubber — hard... 


Structural steel 

**Thin moulding and special shapes 
Transite , 

Tubing — steel. 





straight, G is group or “ wavy Under “ 


**Special for sections under :‘ 





14 


10-14 
10-14 
14-18 

8-12 


12-14 
12-14 
10-12 
8-12 
14 


10-12 
10-12 
8-10 
12-14 
8-10 


18-22 
12-14 
14-18 


10-14 
10-14 


12-14 
14 


10-12 
10-12 
18-22 


10-14 
14-18 
14-18 
10-14 
10-14 


10-14 
10-12 

8-12 
14-18 


The above recommendations are to serve as a guide only. 
Temper” 


R 
8S or 


S or 
R 
R 


R 
R 


R 
R 
Ss 


R 
8 


R 
RorsS 
RorG 

8 

Ss 


R 
R 
Ss 


RorG 





*Speed of 
Blade, Ft. 
Per Min. 


Temper 








Under “ 
A is very hard, 

*Generally speaking, the greater the number of teeth the lower the speed, 
Operating conditions vary too widely to make all these recommendations without variations. 
Actual operating experience on specific machines gives the only correct answer. 
20-gage where flexible saw is preferred over tempered throughout 


100-125 
1000-3000 
1000-3000 


150- 


1000 
800- 


700-15 
200-! 
700 


150-35 
300- 
500 
150-2 


100 
100 
100 
500 
100 


FORr re KF EeP 


150-3: 
150-35 
300-5 
90 
500 


500. 
100-1: 
100-2 


90 
100 


150-200 
1000-2000 
300-600 
125-200 
150-175 


90-125 
100-200 
150-400 
150-200 
100-150 

90-125 

10000 & 110 


100-200 
100-150 





Set”, Ris raker, S 
B medium, and C 


00 


soft. 
and vise versa. 








Details on selection of temper, as 
well as set and pitch, are given in 
the table. 

There are nine c eye pitches : 
6, 8, 10, 12, 14, 18, 22, 24 and 32 
teeth to the inch. The same rule 
applies here as with a hacksaw 
blade—the teeth must be fine 
c.ough to keep at least two teeth 
in the work, yet coarse enough to 
provide proper chip clearance. A 
saw with teeth that are too coarse 
will “straddle” the material and 
rip out its own teeth; a saw with 
teeth that are too fine will clog 
with chips and bind in the work- 
piece and may burn or break. Thus 
for very thick sections, the 6-tooth 
is normally best, for very thin sec- 


This bandsaw is running most of the 
time—that takes lots of saw bands 
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tions, choose the 32. The table 
also gives the data on this. 

Teeth are also bent out at an 
angle to the thickness of the saw, 
to cut a slot wider than the saw- 
blade is thick, thus providing 
“clearance” and preventing blade 
friction. There are three different 
“sets”: the straight set, in which 
one tooth is set left, the next right, 
and so on; the “raker” set, in 
which one tooth is set right, the 
next is set left, the third straight, 
and so on, the straight tooth being 
called the “raker” ; and the “group” 
set, in which a group of teeth is 
set left, then a group right, and 
so on, forming a wavy blade edge. 


VARIOUS TOOTH SETS ON 
BANDSAW BLADES 


STRAIGHT 
SET 


GROUP RAKER 
SET SET 


Straight-set is recommended for 
cutting the softer or non-ferrous 
metals and some of the plastics, 
such as rubber, Bakelite, and fiber. 
Raker set is used for general metal 
cutting, particularly for steel, cast 
iron, and tougher alloys, the in- 
between straight tooth clearing the 
kerf of chips. Group set is de- 
signed for cutting thin-wall tub- 
ing, molding and similar shaped 
pieces. It gives the smallest pos- 
sible tooth spacing. 

That’s all there is to it—if you 
know these things, or have them 
pasted in your hat where you can 
get at them—you’ve got the back- 
ground to sell any sawband job 
that’s likely to come down the pike. 
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THE ORDER INCUBATOR 


sy RICHARD ALCOTT, vice PRESIDENT & GENERAL MANAGER, THE RIECHMAN-CROSBY CO., MEMPHIS, TENN. 


To tackle a customer without 
planning your attack is to risk 
“laying an egg”... Real busi- 
ness results from the plans 
that are hatched in 


intelli- 


gently designed sales meetings 


SALES MEETINGS are really the 
laboratory of our business, where 
the salesman learns fundamentals, 
keeps up with the swift pace of 
new ideas, new methods, and is 
fortified with confidence and en- 
thusiasm from an exchange of ex- 
periences with his fellows. 

The salesman who depends upon 
his natural ability and good fel- 
lowship alone will not go very 
far. These are, of course, desir- 
able traits to have and among the 
prime requisites for success—but 
the demands of today call for a 
salesman who has a quick, thor- 
ough, comprehensive knowledge of 
his wares. And he can get this 
information quicker and more sat- 
isfactorily from attending sales 
meetings than in any other way. 

Since the mill supply business is 
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a constantly changing one, we have 
revamped the plan of our sales 
conferences each year to meet 
changing conditions. The plan this 
year, I think, is about the best we 
have ever tried. 

We hold three major two-day 
sales conferences during the year, 
bringing in all outside salesmen, 
and including the entire office 
force. Thus, our city desk men, 
shipping department, bill clerks 
and others who play an important 
part in our sales organization 
thereby benefit from open discus- 
sions in our sales meetings. 

To these conferences we invite 
executives of certain manufactur- 
ers to take part in the program, 
show slides, or have a display of 
their products, at which time any 
new or improved lines are brought 





“More dope!” ; 
Campbell and i clamor 
U. S. Electric T 


meeting ool) t 


to the attention of our men. The 
manufacturer is sent a copy of the 
proposed program ahead of time. 

We also post a copy of the pro- 
gram on our bulletin board, and 
a copy is mailed to every person in 
the organization. 

At the time of the meetings each 
one present may make notes of 
questions that he might want to 
ask the manufacturer’s man, and 
during a short recess these ques- 
tions are taken up. 

In addition to the three major 
sales conferences a year, we hold 
one informal meeting on an aver- 
age of one night per month. These 
meetings are given over to any 
manufacturer’s man who wishes to 
discuss his product before our 
group. We.do not have a set time 
for these meetings, but work them 


Arkansas meets Tennessee at the sales 
meeting and there is a helpful exchange 


of selling ideas. 


Known as the “Gold 


Dust Twins,” C. H. Caldwell, left, of the 
Tennessee territory, and J, M. Pentecost, 
Arkansas salesman, can be counted on to 
add some humor to the sales meeting by 
trying to sell each other 


out to suit the factory representa- 
tives. All we ask is that they let 
us know a few days in advance of 
their visit. Most of the country 


salesmen can conveniently come in 
for these meetings without any loss 
of time or additional expense. 
From our own experience I 
think we can say that no distribu- 
tor should be afraid to call on his 


manufacturers for cooperation. 
They are always willing and eager 
to take part. These rules have 
helped us get more out of meet- 
ings: (1) Keep the meetings in- 
formal—and open. (2) Encour- 
age the salesmen to jot down ideas 
and suggestions—and to bring 
them up for discussion at the meet- 
ings. (3) Arrange your meetings 
so that every person in your or- 
ganization can take some part, and 


MILL SUPPLIES @ FEBRUARY 10, 1939 


sit in during some part of the pro- 
ceedings. (4) Plan your programs 
so that the heads of your depart- 
ments can take a definite part. 
(5) Let the criticism—if any—be 
friendly and helpful. Don’t forget 
that a little praise is also helpful. 

There are three major problems 
—which should be a challenge and 
a pleasure—to every business. 
They are: (1) How to develop 
more new customers. (2) How 
to hold the present customers. 
(3) How to increase sales to the 
present customers. 

And the first step toward each 
of these objectives is the sales 
meeting that takes in the entire 
organization. For it is there that 
the plan of attack is mapped out 
and the groundwork for success is 
laid. 





























GREEN 


Detachable bit survey indicates 





Notice the rack of detachable bits 
used in this zinc mine. The driller 
picks up a rack of sharpened bits 
every morning 





THAT DETACHABLE rock drill bits 
are becoming more and more popu- 
lar in the construction and mining 
industries is revealed in a nation- 


DETACHABLE BITS AND FORGED DRILL STEEL wile sureny sopuntty enufectes ty 


Mitt SUPPLIES. 








Relative Use Reported by 3it drilling ultimately seems des- 

Construction Industry Mining Industries tined to replace forged solid steel 

80% of drilling with drilling (replies show 62 per cent 
forged drill stee]ag of construction interests and 34 per 
it cent of mines now using bits ex- 
= 4 clusively), yet only 31 per cent of 
14% all supply houses selling to con- 


drilling with a : ao i - 
detachable tractors, mines, quarries, railroads, 


bits etc. handle any line of detachable 
bits or rock drill steel. 


ot drilling 
with detachable 
bits 
234% 


Wide Open Market 


Although the survey found the 
preferred source of supply to be 
Buying Habits of the Construction Industry 9 industrial pearcte eer A also 
et heat ot teas ound that the growth o bit usage 
Buy from: 10 4 6200(30tiKOti‘ z|!]:~Ci‘ik“ COTO has been hampered because many 
: ; , ' T y y potential users, while open minded, 
have not been thoroughly sold on 
the convenience, economy, effi- 
ciency and other advantages of 
rock drill bits. This, in turn, 
points to the big opportunity in 
this market for supply houses that 
are willing to go out and do a sell- 
ing job. 

A definite trend toward the use 
of bits in their territories was re- 
ported by 100 per cent of distribu- 
tors answering the questionnaire. 
Over 56 per cent of those houses 
handling drill supplies preferred 
detachable bits from both a profit 
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Distributor 


Did not specify 





Buying Habits of the Mining Industries 
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Distributor Houses 





Did not specify J 
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PASTURES 


a land of promise in rock drilling 


Rock drilling is a major operation 
on Grand Coulee job. Reports show 
that a majority of construction men 
like bits 


and potential sales angle, 17 per 
cent liked drill steel, 24 per cent 
said both were good and only 3 
per cent said there was no profit 
in either one, 

Most drillers now using bits like 
them because they are convenient, 
economical, of uniform quality, 
time saving and efficient. Impres- 
sions of cost comparison in some 
cases prevail over factual data and 
are superseded in present impor- 
tance by convenience as a reason 
for using detachable bits. There 
a great need for improving 
knowledge in this field and the 
potentialities of the market and 
what can be done in it by distribu- 
tors is indicated by replies to the 
cost question. 


is 


Need For Cost Study 


Of construction men reporting, 
only 24 per cent keep comparative 
costs of drilling with bits, 55 per 
cent do not and 21 per cent didn’t 
say. Over 70 per cent of those 
who do find bits to be cheaper. 
Miners make a little closer check 
on costs, with 34 per cent who 
keep records, 42 per cent who don’t 
and 21 per cent non-committal. 
Analysis of the costs submitted by 
mine operators show an average 
cost per bit usage ranging from 3 to 
72 cents as against an average cost 
with solid steel ranging from 5 to 
80 cents. 

Findings in resharpening prac- 





DETACHABLE BITS 
AND 
FORGED DRILL STEEL 
The Importance of Industrial 


Supply Houses in their Distribution 
and Sale 


Ot the 1,600 “Verified " Industrial 
Distributors in the U.S.A. 





Approximately 1000 or 63% 
sell to contractor, quarries 


and mines; 37% do not 





a 





ot thi group 





Approximately 31% are now 
Signed up” with some line of 
Rock Drill Steel or Detachable 
Bits; 69% are not 











The average 

distributor's 1937 
sales volume was 
reported as follows 


(A) Rock Drill Steel $1979 
(B) Detachable Drill Bits $3,742 
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tices point to an important auxili- 
ary market in grinding supplies, 
as 75 per cent of contractors re- 
grind their bits from one to nine 
times while 25 per cent use them 
once and throw them away; 60 
per cent of mines regrind bits from 
one to eight times. Here the sup-, 
ply man might institute a standard 
regrinding practice and either sell 
the equipment to the user or set up 
a regrinding service of his own. 

Comments from users stress the 
facts that bits cut down operating 
and handling costs, that they are 
faster and more efficient and that 
drill rods and assorted bit sizes 
along with uniform quality guaran- 
tee a wider and more. satisfactory 
drilling range. 

The foregoing findings, coupled 
with the revelation that 78 per cent 
of the construction interests and 
40 per cent of the mine operators 
predict an increase of bit usage in 
their fields, make it important for 
every distributor to study these 
charts, then sit down and plan a 
campaign designed to round up the 
detachable bit and regrinding busi- 
ness in his territory. 











business 
SURVEY AND FORECAST 








BUSINESS in general the past 
month has been more or less dor- 
mant all over the country as pre- 
dicted advances failed to material- 
ize. Economists are not unduly 
alarmed at the falling-off; they 
seem to feel the decline is not apt 
to be dangerous and shouldn’t last 
over two or three months. The 
curb on optimism does not raise 
doubt and it is probable that a bet- 
ter spirit of confidence will prevail 
by spring or summer. 

The negative factor in the indus- 
trial structure is believed to be the 
feeble activity of private capital 
which appears to be stifled by gov- 
ernment activity ; so the spring pic- 
ture may be contingent on what 
happens to the spirit of private 
capital. Government spending can 
produce a certain amount of pick- 
up, but without the willingness of 
individual holdings to loosen their 
purse strings, it cannot create the 
kind of momentum which feeds 
upon itself. This stalemate is 
helped somewhat by the improve- 
ment in national income which 
strengthens the mass purchasing 
power. 

Business on the whole is taking 
a critical attitude toward the im- 
mediate outlook as inventories are 
kept low and forward buying is 
spotty. General confidence has been 
shaken by recent developments in 
Europe which reflects here as Lon- 
don and Paris grow nervous over 
the latest activities of the axial 
powers. Healthy and enduring re- 
covery is impossible in such an 
atmosphere and it now looks as if 
the first quarter is likely to prove 
a period of correction and consoli- 
dation that will show no gain. 
STEEL: This 


industry, going 
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along steadily a little above 50 per 
cent of production capacity and 
supported largely by miscellaneous 
orders, looks for tonnage from rail- 
roads, the construction field and 
the automotive industry to sustain 
operations during the spring. De- 
mand is not expanding as rapidly 
as anticipated. However, railroad 
tonnage is unexpectedly good, steel 
for construction projects is moving 
fairly well, but the sale to auto- 
motives has been held down by the 
conservative buying policy of car 
makers. 


AUTOS: December production of 
cars and trucks is estimated at 
411,000 units, which is 39,000 
ahead of November and 20 per 
cent better than December a year 
ago. January production, with cur- 
tailed operations, is expected to 
reach close to 350,000 units and 
February should be about the 
same. Most General Motors and 
Chrysler divisions are working 
four days a week, the independents 
probably a little less; and there is 
no reason to believe that any up- 
ward revision in schedules will 
occur until some time in March, 
when the usual spring upsurge 
makes itself felt. 


BUILDING: Engineering con- 
tracts awarded in December 
reached a new high since June 
1930. Construction awards for the 
year to date (Jan. 31), even with 
a fall-off towards the last of Janu- 
ary, are 64 per cent higher than 
the first four weeks of 1938, while 
new construction financing for the 
same period is 57 per cent above 
last year. Building mainly arising 
from government aid is still the 
big factor in first quarter business 
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and it is primarily on this factor 
that the forecast of only a slight 
first quarter drop and of a second 
quarter forward movement is 
based. The extent of the nation- 
wide housing program may tell the 
tale and, if proposed residential 
projects go through, the country 
is apt to see the biggest building 
boom in a decade. 


RAILROADS: The railroad in- 
dustry has had so many disap- 
pointments in recent years that it 
is hazardous to predict improve- 
ment at any point during the next 
six months. However, equipment 
orders, based on budgets already 
made public, are expected to ex- 
ceed 1938 by a healthy margin. 
The hoped-for construction boom 
in the spring, which will necessitate 
carrying large amounts of heavy 
materials, may give car loadings a 
good boost. 


P.A.."S REPORT: The Febru- 
ary 1 report of the N.A.P.A. Busi- 
ness Survey Committee says, “The 
volume of actual business is lower, 
but the underlying tone is better. 
The lack of definite improvement 
in major lines affords considerable 
disappointment, but, with it all, 
predictions anticipate an improved 
turn of affairs in the rather imme- 
diate offing. During the past 30 
days the business structure has lost 
ground in some lines, while others 
are reaping the benefits of dwin- 
dling stocks in consumer’s hands. 
However, occasions are rare where 
wide variations in business trend is 
occurring and, on the whole, indus- 
try is moving along on a moderate 
and unperturbed basis, with more 
attention being given conditions in 
Europe than at home.” 





ALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 


facts through digesting. 


Where the reader's interest 


is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared. 


Rubber Sleeve on Drill 
Prevents Marring Finish 


In the final assembly of various 
products we make wide use of elec- 
tric drills to provide holes for self- 
tapping screws. Since many of the 
parts are highly finished, the work- 
men had to exercise much care to 
prevent the drill from breaking 
through the sheet metal too suddenly. 
When that happened the drill chuck 
often struck the finished parts and 
marred them. 

The danger of such mishaps was 
eliminated by slipping a rubber sleeve 





sleeve 











over the drill. This precaution not 
only reduced the number of rejec- 
tions, but it increased production be- 
cause workmen were relieved of the 
fear of marring the work. They are 
now able to force the drill at a much 
higher pace since the piece of rubber 
will prevent any damage if the drill 
breaks too suddenly.—By Peter L. 
Budwitz in Factory, January, 1939. 


To Get A Welcome 
On the Next Call 


During every call I keep the next 
visit in mind, writes a successful 
salesman. “I must do something, 
say something, or leave something 
unsaid to bring a welcome on my 
next trip. By the way in which the 
customer or prospect receives me I 
can tell how well I managed with 
the last contact.” 

A salesman selling road building 
equipment says “I always make it a 


rule never to talk business if a pros- 
pect has a littered desk in front of 
him or seems overwhelmed with 
work at the time I call. It’s much 
more important to get a welcome on 
return call than to try and overcome 
such obstacles.” 

In building a welcome for the 
return call, the salesman who is an 
artist leaves the merchant a bit 
hungry, if possible, for the following 
visit. One salesman isn’t too eager 
to answer some objections. He often 
replies, “I’d like to think that over 
and discuss it with you on my next 
trip to the city.” 

At all times the need to keep the 
listener friendly must be remembered. 
By finding a subject of mutual inter- 
est will most always assure you of a 
welcome. 

If you’re a good salesman, you can 
tell pretty well whether you’re build- 
ing yourself a welcome from call to 
call. After you leave, look back to 
see if you acted and talked so that 
the merchant is likely to think: 

“That man always stimulates me.” 

“After talking with him, things 

don’t look so bad.” 

“Well, in spite of everything, I 
guess I’d better plan ahead.” 

“He always tells me something 
helpful.’"—From Advertising and 
Selling, January, 1939. 


Sell with Facts and 
No Buyer Can Bluff You 


A friend of mine is a sales man- 
ager for a small company that has 
but seven salesmen. All of them are 
far-better-than-average salesmen. 

These seven have one thing in 
common. They know their product 
upside down and inside out. They 
could identify every screw and nut 
and bolt in it in the dark. They 
can say what it will do because 
they’ve studied so many case histories 
of the product in operation. 

Lack of this intimate type of pro- 
duct knowledge is one of the prin- 
cipal things causing lack of confi- 
dence on the part of salesmen. And, 
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consequently lack of buyers’ confi- 
dence in him as a sales counselor. 

Nowhere more than in selling is 
knowledge power. A lot of us feel 
we're deficient in certain elements 
of personality and we know full well 
we'll never develop any sudden power 
to hypnotize buyers into writing 
names on dotted lines. Yet the added 
selling knowledge which comes with 
comprehensive product knowledge is 
something all of us can acquire as 
rapidly as we concentrate on the job 
of doing so. What your product is 
—what it will do—how it’s made— 
it’s all there in your catalogs, in your 
industry’s business papers, in your 
sales literature, in the records of 
your satisfied customers. 

Dig for it. Digest it. Make it 
your own. A product sold on the 
basis of such knowledge stays sold— 
By Bruce Crowell in Sales Manage- 
ment, January 15, 1939. 


Cutting Roll and 
Spiral Packing 


I have found that wooden mandrels 
and miter boxes are very handy for 
cutting rod packing. For spiral 
packing I use a mandrel, the same 
size as the rod on which the packing 
is to be used. The cuts are made so 
that the ends lap to give a pressure- 
tight joint. 

For roll packing that can be laid 

f Square packing ara 1 


a 








out straight, I use miter boxes, one 
for each length of packing required, 
as in the figure. The cut in each 
box is a distance from the end to 
give the exact length of packing 
required. Written on the back of the 
miter boxes are the size of the pack- 
ing, the number of rings and quality 
used for the job. This helps to elim- 
inate mistakes from the man doing 
the work. A thin hack-saw blade or 
a thin sharp knife is used to cut the 
packing, and the mandrel or miter 
box is held in a vise—By Roy L. 
Brown in Power, January, 1939. 








65% of distributors 
trimmed inventory sails 











16%-No reduction 








19% 




















19%Definite increase 








A YEAR-END LOOK AT 


INVENTORIES 


SIXTY-FIVE PER CENT of indus- 
trial distributors saw fit to trim 
inventory sails due to last year’s 
slackened business pace. In answer 
to a MILL Suppcies questionnaire 
these 65 per cent reported an av- 
erage stock reduction of 12.6 per 
cent below their figures for De- 
cember, 1937. 

However, another 16 per cent 
reported having the same inven- 
tory now as at the close of 1937, 
and 19 per cent showed a definite 
increase. The latter group largely 
represents houses in process of 
taking on new lines and some go 
as high as 33 per cent above De- 
cember, 1937, in building up in- 
ventories. 

Those distributors who re- 
trenched did so, in most cases, 
without seriously lessening their 


ability to serve their customers 
from stock. Three out of four are 
still maintaining complete lines 
fully stocked, merely having re- 
duced the quantity-on-hand of 
most lines. 

“Watchful waiting” is the in- 
dustry motto for the present. Sen- 
timent is divided about 50-50 be- 
tween those who plan to increase 
inventory during the first quarter 
of 1939 and those who are ready 
to jump quickly if and when de- 
mand seems to warrant it. Price 
advances are an additional factor 
to be watched, and it is indicated 
that the first signs of an upward 
jiggle in prices may bring a rush 
to the bandwagon of distributors 
anxious to climb aboard and re- 
plenish stocks before prices go still 
higher. 








WATCHFUL WAITING 


5O-SO on plans to increase inventory in39 
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BENT FOR SALES 


Flexible shafting with portable tool attachments offers a wide and 


fertile field for the supply salesman to snag some juicy orders 


MILLIONS OF FEET of flexible shafts 
are used annually on portable tools 
and appliances, offer wide sales. 
What is a flexible shaft? It’s a 
long, pliable, tubelike drive shaft. 
It is built up of two or more su- 


Buffing stainless steel spiral convey- 
ors 


Grinding out flanged castings 


per-imposed layers of wire wound 
around a center or core of a single 
wire. This is covered with a 
sheath or case of various materials 
such as braided fabric, leather, 
metal, or reinforced rubber—de- 
pending upon the type and quality 
of shaft and its ultimate use. 

The drive shaft end is attached 
to a motor furnishing from 4 to 3 
horsepower, and may be used for 
right or left-hand rotation. At the 
case end, various portable tool at- 
tachments can be had for opera- 
tions involving grinding, buffing, 
wire brushing, nut setting, sand- 
ing, rotary filing, drilling, ream- 
ing, screw driving, wood filler 
rubbing, etc. Other practical op- 
erations can be performed eco- 
nomically with these flexible-shaft 
machines and attachments, thereby 
eliminating many costly universal 
joints, worms, and drive gears. 

In operation, the flexible-shaft- 
driven machine has the advantage 
of having the motor attached 
either to a wall or on a movable 
stand as much as 30 or more feet 
away. Thus, the operator works 
free from the motor; has full vi- 
sion of his particular job; can 
change tools with a minimum 
waste of time; and has freedom to 
move around corners or bend 
over for those hard-to-get-at 
places. Light in weight with a con- 
stant speed or change of speed at 
full power, flexible shafts operate 
efficiently and effectively. 

Flexible-shaft machines are used 
to advantage in foundries, machine 
shops, pattern shops; by tool and 
die makers, woodworkers, rubber 
goods manufacturers, pipe mills, 
structural steel plants, stainless 
steel finishing plants, piano and 
organ factories, plumbing goods 
manufacturing, steel-door manu 
facturing, tire repair shops, ter- 
razzo workers, tuck pointers, soda- 
fountain and bar-fixture plants, 
casket makers, oil-well repair 


MILL SUPPLIES © FEBRUARY 10, 1939 


shops, railroad shops, automobile 
plants, and repair shops, fish 
stores, drop-forge shops, harvester 
and farm-machinery plants, oil 
well tool makers, and hundreds of 
others. 


Wire brushing of rubber on steel 
plates 


Setting nuts in flush valves 
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Questions on Industrial Casters 


1. What is the name of the piece 
that holds a caster wheel? 

2. How is this fastened to the 
truck or platform? 

3. How many designs of industrial 


casters are there—25, 100, 1,000, 
10,000 ? 
4. Do all casters have single 
wheels ? 


5. What are the types of axle 
bearings ? 

6. How about pivot bearings? 

7. What were the earliest wheel 
materials ? 

8. Are they still used? 

9. Can you name three types of 
solid wheels ? 

10. How about treads; any varia- 
tion in materials there? 

11. When is aluminum alloy a 
good wheel and tread material ? 

12. What material works out best 
in a packing house or a chemical 
plant? 

13. For abrasion resistance, which 
tread material works out best? 

14. How about bumpy or uneven 
floors ? 

15. Which casters provide easiest 
pushing and pulling and greatest 
quiet ? 

16. When you find somebody who 
habitually overloads trucks, what ma- 
terial then? 

17. When the floor beneath is 
wood or composition, and would be 
marred by a hard material, what 
tread then? 

18. Can a caster ever have re- 
placeable wheels or treads? 

19. How about maximum resili- 
ency with resistance to abrasion? 

20. When there’s water, acid and 
oil to contend with, what wheel then ? 
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21. Why should treads on some 
casters be rounded or “crowned”, on 
others flat? 

22. What makes a caster swivel to 
track? 

23. What determines the amount 
of offset? 

24. How big should the wheels be? 

25. What to do when loads get 
really heavy, as on safes? 

(See page 92 for answers) 





Sam Trims A Bookcase 


T’was Saturday morning again, and 
Sam Supplier had just settled back 
for his week-end snooze, when the 
phone buzzed. It was the fiower- 
box-building purchasing agent again, 
so Sam stifled a yawn and listened. 
Well, he’d built that flower box with 
the nice stainless-steel L-shaped dec- 
orations that Sam had provided (see 
MILL SUPPLIES for October, 
1938, if you don’t believe me), and 
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The Piece 2" 


4" = 
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now his wife wanted some matching 
pieces for her bookcases. The piece 
had to cost what the last one did, 
but this time, four L’s wouldn’t do— 
he needed sixteen. Sam lost forty- 
five extra hairs, but he finally got it. 
How, beginning with this piece? 
(If you're lazy, or punk at figures 
anyway, try page 93 for the answer). 
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Every other one's been a cigar since Hapgood's wife had a baby 














it’s GOOD 
BUSINESS 
Zo use goo 
BRUSHES 





( Reading time: 29 Seconds or less 
@ Running at 3500 R. P. M., five days a week, 
the Osborn Wire Wheel Brushes illustrated 
are lasting six times longer than the brushes 
used formerly. 
Add to the savings on brush costs, the 


greater savings in faster, better results on 


Jue Osaorn MAnuracturinG COMPANY - 


ushes 








the operation, and it’s easy to see WHY it’s 
good business to use good brushes, properly 
matched to job requirements 

Osborn and the Osborn Distributor in your 
locality can help YOU gain the cost-saving 


advantages of Osborn Brushes. Ask about it! 


@ The “Brush Conscious” Salesman who helped 
his customer select the right brush for the job 
illustrated did the kind of selling that builds re- 
peat business. 


Every industrial plant needs standard Osborn Brushes, 
either for maintenance jobs or production operations 


or for both types of work. Your market for Osborn 
Brushes is as big as you wish to make it. 


Somewhere in the Osborn 80-page catalog is the right 
brush for most every job. Use the Osborn catalog as 
a sales tool and watch your Osborn Brush business 
build up real volume! 


JHE OS80RN MANUFACTURING COMPANY ¢ 
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It’s NEW-MODEL time in De- 
troit, although the rest of the country 
won’t know it until November. But 
the cars that bloom in the fall are 
made on tools and dies born late the 
winter before. If the tool shops around 
you get auto or auto-part orders, drop 
around. They'll be needing drills, cut- 
ting tools, files, reamers, hacksaws, 
taps and dies, capscrews, setscrews, 
tool steel, grinding wheels—and the 
men will be wanting machinist’s tools. 


"Way up Nortnu, the lumber 
mills are getting ready for the spring 
log run—meaning wire rope and fit- 
tings, chain and fittings (for log han- 
dling in the camps), peavies, cant- 
hooks, axes, shovels, jacks, portable 
saws, files (for saw sharpening), saw 
sets, grinding equipment, carpenter's 
chalk, boot caulks (B-r-r-r! | It makes 
me chilly even to think about it!) 


LATE-FEBRUARY cold 
snaps heating plants, nursed 
through the winter with tape and bal- 
ing wire, to give up the ghost. Be 
ready for quick deliveries of valves, 


THESE 


cause 


traps, pipe and fittings, gaskets, gage 
glasses, refractories. And unit heaters 
go good to end those _neck-chilling 
blasts (Achoo! Must be a draft here). 

CONTRACTORS AND BUILDERS 
pencils for the best 
building season in years. They need 
shovels, wire and manila rope, picks, 


are sharpening 


hose, wheelbarrows, portable tools, lad- 
ders, hand tools, portable pumps and 
hoists, 


compressors, lanterns. 


* 


FEBRUARY 19 TO MARCH 20—PISCES, THE FISH 


The ancient Greeks, great fish eaters, didn’t catch *em 
under Pisces, because the fish “were in love then”. Born 
under this sign? Here’s your horoscope: Astrology says 
you're kind, loving, sympathetic, courteous, hospitable, 
methodical, idealistic, imaginative, emotional, receptive and 
quiet. BUT, you’re supposed to lack in confidence and 
self-esteem, to be modest and timid. Well, Peddler, ARE 
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YOU A MAN OR A MOUSE? 
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AND IT’S FAIR and warmer 
with the highway departments and 
road contractors—they’re wanting the 
whole preceding list too, plus bolts, 
nuts, screws, steel, chain and wire to 
keep in working order. 
(Achoo, a-achoo! Whad is this? ) 


snowplows 


SHIPYARDS AND MARINE indus- 
tries are sweeping away the lingering 
snow and brushing off the rust (you 
guessed right—brooms and _ brushes) 
while they refurbish their stocks of 
portable tools, small tools, hose, cable, 
chain, hand tools, hoists, and so on. 
They’ve got boom years ahead, so get 
there early! (Twagging aboud snow 
geds by head all sduffed ub!) 


Quarrigs, rock-crushing and 
stone-cutting plants, ceramics, brick 
and tile makers are preparing for the 
construction season. They need every- 
thing from hand hammers to hoists, 
from portable tools to industrial trucks, 
with air hose, brushes, and so on. 


BacK IN TOWN, the steam 
laundries are checking summer-clothes 
washing equipment—meaning sales of 
piping, valves, pipe-fittings, pipe-repair 
changes, steam traps. insulation, gas- 
kets and gages. The dry cleaners are 
looking over their fur-storage vaults 
and__ refrigerating equipment—more 
piping, valves, fittings, plus compres- 
sor parts, gaskets, packing. electrical 
equipment and such like. (Achoo! I 
deed ad elegdrig heeding pad myselb! ) 


HAVE YOU GOT your spring suit, 
your wife’s Easter bonnet? Clothing 
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YOUR FORTUNE 


February, the Fish Month, Makes These Prospects Suckers; Here’s 
the Bait to Hook ’Em, and What You'll Catch With Your Line 








— 


factories are hard at work turning them 
out. Textile mills are buzzing too, to 
supply the cloth. That means belts, 
shafting, hangers, pulleys, grinding 
wheels (for tool-sharpening), and a 
raft of small tools and special items. 


PLUMBING AND HEATING con- 
tractors are busy too—as busy as one- 
armed paperhangers with the hives! 
Pipes will freeze and burst; radiators 
will go bad. That means_ pipe, 
wrenches, vises, pipe tools, buckets, 
mops and all of the things the well- 
dressed plumber has to go back after. 
(Ach-o-0-o! Nudds! There I go agedd! ) 


I'VE PURPOSELY held the best 


news ‘til last. Industry in general 
works on budgets, submitted about 
January 1 by hopeful department 


heads, but not OK’d until there’s been 
much hemming and hawing by the 
keepers of the purse strings. That 
usually takes six weeks, and getting set 
to buy takes another three or four— 
which brings us up to just about now. 
Well, what are you waiting for? 


IF IT’S RAINING or snowing to- 
day, and you forgot your rubbers, do 
a little thinking about sales literature 
for spring. Have you got hot sales 


plans? How about a new catalog? 
Any handouts decimal-equivalent 
tables, blotters, and the like? You 


know, something for the boys to re- 
bember you by. (Id slibbed oudside 
the paredtheses there. so Ib going do 
bed with a code id by head. 
I hade widder! ) 


God, how 


—E.J.T. 


















Want More Sales? 





Here’s the Answer — 








The New Van Dorn?A, HORNET 


Van Dorn’s brand new +” HORNET is 
the answer to a salesman’s prayer . . 
The perfect drill for rapid drilling in the 
most inaccessible spots. Small (only 6 
inches long), light (only 34 ozs.), yet rug- 
gedly constructed and powered for con- 
tinuous big-plant production line service. 
It’s so small and handy it can be used all 
day without fatigue in the most cramped 
quarters. 

And what sales opportunities the new 
Van Dorn HORNET presents. In air- 





~~ 
THE “RED-HEADED” 






craft factories and plants where a small, 
light, fast drill is required, you'll find 
instant acceptance for this sensational 
new ‘“‘vest-pocket”’ tool. And don’t for- 
get, this new HORNET, along with the 
Van Dorn HOLGUN, gives you com- 
plete sales coverage of the small drill 
market. Get behind these items now. 
They’re naturals when it comes to mak- 
ing sales for you! The Van Dorn Electric 
Tool Co., 717 Joppa Road, Towson, 


Maryland. (niv. of Black & Decker Mfg. Co.) 





* 
YOU can 
always sell 
another Van Dorn 
Power Tool! 


PORTABLE 


ot \S 

4 
od aeaens ane 
ANDERS 


















GRINDERS 


? 
PORTABLE 
LECTRO 
SHEARS 


PORTABLE ELECTRIC TOOLS 
MILL SUPPLIES @ FEBRUARY 10, 1939 


TEN YEARS AGO IN MILL SUPPLIES 


Because OF THE BOOM IN THEPULP AND 
PAPER PRODUCTION IN THE PACIFIC 
NORTWEST, L.G ISAACSON, PRESIDENT. 
L.G.ISAACSON COMPANY, INC, ABERDEEN 
WASHINGTON, WAS TOURING THE CENTRAL 
WEST, INVESTIGATING SPECIAL LINES WHICH 

} MIGHT BE SOLD TOTHIS FIELD. 

di\- 








Concratutarions WERE IN ORDER FORRD 
VAN DYKE, JR., WHEN AS SECRETARY AND 
TREASURER OF INDUSTRIAL SUPPLIES, IN- 
CORPORATE D, MEMPHIS, HE TOOKOVER ACT 
IVECHARGE OF THAT NEWLY ORGANIZED COM 
.P. JOHNSTONPRESIDE NT, G.C. BLACK. ASSIST- PANY. 

ANT GENERAL MANAGER,ANDTHE ENTIRE STAFF 

OF THE SOUTHERN SUPPLY CO.,DALLAS, TEXAS, 

WERE AWAITING FIRST COPIES OF THIER NEW 


CATALOG. LISTING NEW MACHINERY AND MILL re) re) 
SUPPLY LINES. THE CATALOG MARKED THE COM 
PLETION OF THECOMPANY'S TRANSITION FROM AN 


IMPLEMENT SUPPLY AND FARM HARDWARE HOUSE TO N ANINTRESTING ARTICLE APPEARING IN MILL SUPPLIES FOR FEBRU- 


AGENERAL SUPPLY HOUSE ARY, 1929, S.F. WOODBURY, PRES., WOODRURY € WHEELER CO., INC., 
PORTLAND, DISCUSSED, IN GENERAL, THE PRODUCTION ACTIVITIES 
OFTHE PACIFIC NORTHWEST AND DEVELOPEMENTS IN THAT SEG 
TION, WITH RESULTANT EFFECT ON THE MILL SUPPLY HOUSE. 


4 


To BETTER SYSTEMATIZE ie BUSINESS AS A WHOLE, AND TO PROVIDE THE 
FINEST KIND OF SERVICE, P W & STEEL CO., HOUSTON, (REATED THREE SEPA- 
RATE DIVISIONS IN ITS BUSINESS: FINDUSTRIAL, OIL WELL SUPPLY, AND HARDWARE. 


Y 


Auone THE DEATHS ANNOUNCED WERE THOSE OF WILLIAM E.FRICK, PRES. FRICK- 
REID SUPPLY CORP. PITTSBURGH; CHARLES H. DOERMAN, PRES. THE DOERMAN- 
ROEHRER CO., CINCINNATI; CHARLES A.DANIEL, PRES., THE QUAKER CITY RUB- 
BER CO., PHILADELPHIA, AND WILLIAM ALLEN, A FOUNDER OF THE ALLEN 
MANUFACTURING CO, INC. , HARTFORD, CONN. 


4 





Ay THE ANNUAL MEETING OF THE HACK SAW BP Duss mp 

ASSOCIATION OF AMERICA,WECROSS Ine AND GIANGED THE NAME OFTHE OOMIBINED COMPANY TO The DUS: 
OF VICTOR SAW WORKSINC. MIDDLETOWN, NORTON MF 

N.Y. WAS ELECTED PRESIDENT. 











Dont Just Sell Eaujpment 


SELL PROFITS! 


. Get the Sto j 
- ry ) Line of _ Transact 
at : - the Profit Line for You 
— ; # Ready When Your Custo- 
rn pecify Allis-Chalmers— 
quipment That Pays For ltself! 












Your customers don’t just buy equipment ... they buy profits! 
And you shouldn’t just sel] equipment . .. you should sell 
profits ... if you are to make a profit yourself! 


That’s why every item in the Allis-Chalmers line of Tex- 
rope Transmission Equipment is built to give customer satis- 
UPPER LEFT: The sensational, new Vari-Pitch faction ... to help your customers’ machines operate more pro- 


Speed Changer gives convenient Up and Down speed fitably for them! For these are profit reasons for buying... 
changing .. . has a multitude of uses... sells easily! 


UPPER RIGHT: Speed variations up to 33% are And in selling transmission equipment, don’t forget it’s be- 
available with a simple adjustment on the fast-selling cause Texrope offers the maximum in high-speed, low-main- 
Vari-Pitch Sheave. BELOW: The Allis-Chalmers tenance performance ... and low operating costs... that you 
Dure-Evace Gheave with Tenege Drive is s sates are able to tell your customers this sales making profit story! 


builder! Make more money by selling Allis-Chalmers 
Texrope is the Profit Line! 


Texrope equipment ... the Profit Line! 
There’s a tremendous customer demand for Texrope Drives 
... Duro-Brace Sheaves ... Vari-Pitch Sheaves . . . the sen- 
sational new Vari-Pitch Speed Changer! In hundreds of in- 
stallations, these items are proving themselves up-to-date 
money-makers—proof that Texrope is the Profit Line! 


Back of the Texrope line is Allis-Chalmers 90 years of en- 
gineering experience and advancing with industry. Multiple 
V-belts were originated and patented by Allis-Chalmers. Ag- 
gressive national advertising has made your customers con- 


1° fA “| scious of the Texrope name . .. Texrope performance... 
/f = has given customer acceptance to the line! 

_, Get the facts about the complete, fast-selling Texrope line. 

" = For full information call the nearest district office, or write 


Allis-Chalmers direct. A trained Allis-Chalmers transmission 
engineer will be glad to help you solve your sales problems 
on transmission equipment! Call him today! 
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ri-Pitch Speed Changers e Texrope V-Belts e Duro- ee. Soe ee 0 12h 3 es 
ace Texsteel Sheaves e Vari-Pitch Sheaves ¢ Stand- 
1 Cast Iron Sheaves e Adjustable Pitch Diameter a ‘ 
«steel Sheaves e 2-3-4 Combination Sheaves e Strait- 
e Automatic ‘Motor Bases e Oil Field Drilling Rigs 
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SUPPLY SALES 


Slackening off to 94, the Sales Indicator for December a oe 
finished the year just two points below its highest mark 
for the year. Dollar value of the average order rose 
slightly to $15.19 with orders per day dropping to 91. 
All areas except Middle Western states showed gains, 
with the Western territory registering the greatest 
increase. 











DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 
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IT HAS NO INTERNAL 
STRESSES-LASTS LONGER 



















IT RESISTS 
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TRO‘ LAY Cxeformed MEETS EVERY NEED 


@ TRU-LAY Preformed is the modern rope—the rope of tomorrow available 
today. Being preformed, TRU-LAY is free of all the life-shortening, internal 





torsional stresses characteristic in all non-preformed ropes. Being free of 
these destructive strains, TRU-LAY lasts much longer; saves machine shut- 
downs; cuts replacement costs. It is the easy, safe and economical rope to 
use. All American Cable Division ropes made of Improved Plow Steel are 


identified by the Emerald Strand. 


= 
BUY ACCO QUALITY— whether in American Cable 
Division’s ropes — American Chains (Weed Tire AMERICAN CABLE DIVISION 
Chains and Weldedor Weldless Chains)—Campbell Ss 


District Offices: Atlanta, Chicago, Detroit, Denver, 








Abrasive Cutting Machines— Page Chain Link Loe Angeles, New York, Philedelphia, Pittsburgh, 
Fence—Page Welding Wire—Reading-Pratt & Cady Houston, San Fr 
Valves — Wright Hoists or any other of the 137 € 








ACCO Quality Products. 
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Georgia Supply Co., Savannah, invited its customers to come in, eat and talk it over. Over 90 purchasing, operating and supply 
men gathered round to hear what W. S. Blum, president of Georgia Supply and Karl Kologiski of Keystone Lubricating Co. had to say 


NEWS 


Bethlehem-International 
Names Five New Officers 


In connection with the recent pur- 
chase of the International Supply 
Co. by the Bethlehem Supply Corp., 
announcement is made that the sup- 
ply division will be carried on by 
the Bethlehem-International Supply 
Co. The manufacturing operations 
will be conducted by the Bethlehem 
Supply Corp. 

In addition to Guy A. Thompson 
as vice president and Roscoe G. 
\yers as general manager of sales 
as previously announced, A. W. 
Tarkington is assistant treasurer; 
W. M. Sanders, auditor and assistant 
secretary; Roy Dow and H. R. 
Powers, assistant sales managers; 
A, E. Ballin, manager, manufactur- 
ing division. 


Supply House Entertains 
Memphis Plant Officials 


Hays Supply Co., Memphis, 
Tenn., and Hobart Bros., Troy, 
Ohio, were hosts to a large group 
of plant superintendents and engi- 
neers Jan. 11 at the Hotel Gayoso. 
W. J. Chaffee, sales manager of Ho- 
bart Bros., displayed the company’s 
products and showed a talking pic- 
ture made at the factory. Follow- 
ing the meeting, a buffet supper was 
served to all the guests. 


40 


When W. W. Shields (center) retired as New York and New England manager for 


Standard Pressed Steel, he left his two sons, Jack (left) and Bill (right) behind. 


Jack 


now steps into his dad's job while Bill steps into Jack's shoes as salesman in the territory 





In true Baltimorean tradition, the Chicago office of Black & Decker celebrates the 


Christmas season by serving Chesapeake Bay oysters to customers and friends. 
Belling, Chicago manager, and host, sees that all comers are taken care of 
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Ted 





“I am particularly impressed by all the 
friends HEWITT hose and transmission 


belt have made in our plant. HEWITT 


is the top ranking favorite among us.” 


* Fictitious name given to an 
authentic report in our files. 
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Bill Haavisto (hands on chair), Boyer-Campbell shipping clerk, is M.C. as employees present boxes of fruit to officers of the company 
at Detroit. The gifts, symbolic of company cooperation and relations were accepted by W. W. Campbell, president (left of chair) 


Ross W. McKinstry Joins 
The Sterling Products Co. 


Ross W. McKinstry has joined 
the Sterling Products Co., well- 
known Chicago distributing organi- 
zation, as vice president, according 
to the recent announcement of W. C. 
Teare, president. Mr. McKinstry is 
an engineering graduate of Cornell 
University, and has had extensive 
experience in structural engineering. 
He was in charge of construction on 
many well-known buildings in the 
Chicago area, including the Lying- 


In and Children’s Memorial hos- 


MILL SUPPLIES’ roving photographer was in a downtown New 
York restaurant when he spied these Stanley men having their 
Surprised in the act are R. S. Cornell, James 
Hutchinson, Joe Stone, Bert Peck, E. H. Hart and Joe Heedles 


mid-day feed. 


pitals. Mr. McKinstry’s most recent 
engineering connection was with the 
H. B. Barnard Co., Chicago. 


Bob West Goes to Arkansas 
For J. E. Dilworth Company 


Robert West, formerly in the 
Vicksburg’ office of J. E. Dilworth 
Co., Memphis, Tenn., is now a sales- 
man in the Arkansas territory with 
headquarters at Helena. Mr. West 
was at Vicksburg three years and 
with the company 12 years. 


Alamo Iron Works, Texas 
Celebrates Its 60th Birthday 


In an 
sent 


attractive folder recently 

out, the Alamo Iron Works, 
San Antonio, Texas, points with 
pride to the fact that the company 
was started as a one horse business 
in 1878. In sixty years the company 
has grown into one of Texas’ larg- 
est industries. With branches at 
Houston, Corpus’ Christi and 
Brownsville, this Lone Star supply 
house has been a great contributing 
factor in the amazing growth of 
Texas industry. 


Magistrate Anthony P. Savarese (right), was guest speaker at a 
recent meeting of the Hardware Trade Assn. of New York. Bob 
Doti (Igoe Bros.) left, is vice pres. and Warren Clapp (Yale & 
Towne), center, pres. of the association 


George Worthington Co., Cleveland supply house, holds its 1938-39 sales conference 





I04 


BELOW ZERO 


THESE TWO TANKS illustrate one good rea- 
son why Edison MAZDA lamps give more 
light this year. 

The tanks contain argon, the inert gas 
used to help make G-E bulbs stay brighter 
longer. The drier the argon, the more ef- 
ficient the lamp. Moisture in the argon is 
frozen out with liquid air at a temperature 
of -304° F. This year’s Edison MAZDA 
lamps give more light because they contain 
a higher percentage of this drier argon. 
This process is only one link in the chain 
of General Electric 

research and devel- 

opment that is mak- 

ing each year’s G-E 

lamps give more 

light for the current 

consumed. General 

Electric Co., Nela 

Park, Cleveland, O. 
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FOR VERSATILE HOISTING 
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SHOWN ABOVE 


500 pound Comet 
$130 
OTHER CAPACITIES 
250 Ib. Comet . . $130 
750 tb. Comet . . $155 
1000 Ib. Comet . . $155 


If you think electric hoists are too expen- 
sive or cumbersome — then change your 
mind, right now! The new COMET changes 
old ideas—it’s a light weight, heavy-duty hoist that your men can 
shoot about the plant to handle those numberless lifting jobs that 
take costly time and tire workers out... Here's new speed, new 
portability, new handling versatility—all at a new low price level. 
From receiving to shipping department, the new COMET is a de- 
pendable short-cut to stepped-up efficiency. Literature on request. 


CHISHOLM-MOORE HOIST CORP. 


(Division of Columbus-McKinnon Chain Corp 
120 FREMONT AVENUE TONAWANDA, N. Y. 


RLSOMETS 


= 
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Russell B. Tewksbury Dies, 
Founded Oster Mfg. Co., 1893 


Russell B. Tewksbury, chairman 
of the board of Oster Mfg. Co., 
Cleveland, died at his winter home, 
Sarasota, Fla., Jan. 1. He was 
79. One of the founders of Oster in 
1893, Mr. Tewksbury had been a res- 
ident of Cleveland since 1880, follow- 
ing his graduation from Princeton. 

Assuming the presidency of the 
company in 1898, Mr. Tewksbury 
held that position until five years 
ago when he became chairman of the 
board and his son Roger G. succeeded 
him. 

He was a director of the Cleve- 
land Tractor Co. and the Electric 
Railway Improvement Co. of Cleve- 
land. He is survived by his wife, 
two sons, a daughter and eight 
grandchildren. 


Worthington Consultant Dies 


Michael Reisner, consulting engi- 
neer for Worthington Pump, and an 
outstanding authority on air and gas 
compression, died suddenly at his 
home in Buffalo, Dec. 12. 


Correction 


This photograph which appeared 
on page 14 in the Mid-December, 
Buyer’s Reference number of MIL. 
Supp.iges, shows a Toledo pipe and 
bolt machine in operation. The ma- 
chine, a product of Toledo Pipe 
Threading Machine Co., may have 
been mistaken for a similar piece of 
equipment of another manufacturer. 
We reprint the picture with proper 
identification to correct any errone- 
ous idea that may exist among our 
readers. 

























INCREASE 


YOUR INCOME TAX 


Are you ashamed when you fill out your tax 
return? How much higher could it be? 





You can remedy income tax and income deficiencies with American-Marsh 
Pumps. Some lines of products are static—and profits in handling them 
tend to decrease steadily. In contrast American-Marsh pumps 
are dynamic—steady sales increase—steady profit rise... . 
Well drilling activity is at a new peak—on the farm—at the 
factory. Farmers want running water—factories want cheap 
water. .. . When it comes to buying pumps for deep wells, 
these modern buyers want a modern pump. It must be easy 





to install. Require no S 
| 







pump house. Operate V4 

without attention. cus ; 
‘ ‘ 

Have low first cost. A 





Operate cheaply. Re- . ee a i 





"mens 
quire little mainte- L “| 
nance. Hence this marked preference for 
American-Marsh UTA submersible motor 


driven deep well Centrifugal Pumps . . . These 


WATER-LEVEL 


pumps are used the world over for industrial water “twa “| 


supply, air conditioning plants, laundries, farms, | 
camps, schools. Well depths to 725 feet. Capaci- 
ties from 450 to 50,000 gallons per hour. ... Let 














us tell you how you can sell these and other 





TYPE “D” UTA American-Marsh Pumps. ... Dynamic products. 
PUMPING UNIT Dynamic profits for alert jobbers. 


Write for “PROFITS FOR JOBBERS” 


AMERICAN-MARSH PUMPS, INC. 


CENTRIFUGAL, TURBINE, STEAM, AND POWER PUMPS 
BATTLE CREEK, MICHIGAN PUMPS AND PUMPS ONLY SINCE 1873 
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Yes Sir!! 
RED 
TANG 
FILES 


—sell easily not just be- 
cause they are so bril- 
liantly trademarked,— 
that helps a lot—but, 
because they have the 
metal cutting teeth that 
put them at the top of 
first quality files. 


We sell through 
selected distributors. If 
you are in an open terri- 
tory write for our Dis- 
tributors Plan. 


SIMONDS 


SAW AND STEEL CO. 


Established 1832 
FITCHBURG, MASS. 
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Neil C. Hurley, Jr. New V.P. 
Independent Pneumatic Tooi 


At a special meeting of the board 
of directors in January, Neil C. 
Hurley, Jr. was elected a vice presi- 


NEIL C. HURLEY 


dent of the Independent Pneumatic 
Tool Co. Mr. Hurley has been 
secretary of the company for the 
past four years. He joined the com- 
pany in 1932 upon his graduation 
from Notre Dame and has been ac- 
tive in the direction of sales for the 
electric tool division. 


Hammacher, Schlemmer 
Quits Mill Supply Business 


William F. Schlemmer, president, 
Hammacher, Schlemmer Co., New 
York City, has announced that after 
90 years of continuous service in 
the mill supply field, his firm was 
abandoning its industrial supply and 
heavy hardware business. 

The company will concentrate its 
efforts on the 57th St. retail store, 
but will continue to operate the main 
office buying department and ware- 
house at 229 Fourth Ave., New 


York. 


Lufkin Rule Holds 
Its Annual Roundup 


The Lufkin Rule Co. held the an- 
nual roundup of its sales organiza- 
tion early in January at the home 
office, Saginaw, Mich. The precision 
tool shop men as well as the sales 
representatives attended. 


E. J. Baur, Medart Co., Dies 


E. J. Baur, secretary-treasurer of 
the Medart Co., St. Louis, Mo., 
died January 8. He was 70 years 
old and had been associated with 
Medart for twenty years. 













At the right is shown a reproduction from 
an actual unretouched color photograph 
which illustrates the appearance of the 


gauge glass from directly in front. 





on Mhe PYREH BROAD RED LINE GAUGE GLASS 


When a customer sees for himself the increased visibility 















of the water level a ‘‘Pyrex'’’ Broad Red Line Gauge 
Glass makes possible, he is permanently sold. Nation- 
ally advertised in trade publications reaching your pros- 


pects. Enthusiastically praised by every user, this gauge 





It is easier to read. The broad red line glass is creating a steadily growing market that you 
makes visibility of the fluid level greater " 
from every angle. 


can't afford to overlook. 





In the ‘‘Pyrex’’ Broad Red Line Gauge Glass, a broader 
transparent red line fused permanently to the gauge glass 
itself makes possible illumination from front or rear 


and greatly increases visibility of water level from every 
EFFICIENT ILLUMINATION 





angle. In addition to this exclusive feature you have 
Visibility is further increased by illumi- sg 


——— the sales advantage of being able to offer prompt deliv- 





ery on odd lengths. Write today for complete details. 





Now you can furnish odd lengths cut 

from stock for that occasional pick-up 

order. Complete cutting instructions 
make it possible 


Gre) 
hens GLASSES 


-. R mM CORNING GLASS WORKS, CORNING, 1. ¥. 


“PYREX"’ is a registered trade-mark and indicates manufacture by Corning Glass Works. 
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RECENT PRODUCT EXHIBITS 


Stanley electric tools were demonstrated in this booth at the recent Power Show held 


in New York City 


LANTERNS 


WARN 


RED lanterns mean DANGER! 


STOP!" to every pedestrian and to 





every driver. No other signals or 
devices so instantly and surely warn 
of the limits of safety as do DIETZ 
RED LANTERNS. 


It pays to stock and push only DIETZ 
RED LANTERNS for night warning 
service on road work, construction and 
emergency needs. No wind can blow 
them out. Their quality and perform- 
ance have never been surpassed in 
99 years. Their modern streamline 


beauty sells on sight. 


Also DIETZ ROAD TORCHES 


R.E. DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD An attractive exhibit like this in the front window of Pattison Supply Co., at Cleve- 
Founded 1840 land, Ohio, goes a long way towards selling valves 
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FOR 20 CONSECUTIVE YEARS 

Goodyear blueprint advertising has given 

industry factual proof that “You can do it 
better with Goodyear rubber.” 


j 9 will be no great news to our readers when 
we say The Goodyear Tire & Rubber Company 
has done one of the most outstanding jobs 


(if not the most outstanding) on power transmis- 


sion advertising. For twenty years the G.T.M. — 
Goodyear Technical Man — has been winning 
friends and influencing people for Goodyear, and 


the advertising has backed him up in noble style.” 


—THE COPY CHASERS IN INDUSTRIAL MARKETING @ 
October 1938 
@ Standout products outstandingly advertised is %. 
only one of many reasons why distributors 
SRR MER. beens ey é 


make more money with Goodyear Mechanical 
Rubber Goods. If you are not a Goodyear MAQHALLE 


help you sell more? distributor, why not investigate — your (UMULS 


territory may be open. Write Goodyear, Qiu winiia 
Akron, Ohio, or Los Angeles, California. OF VULCANIZATION 


IN RUBBER 
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Cash In On 
OFHKIN 


The popular Lufkin ’’Red End” 
Rule and Universal Steel 
Tape shown here are only 
two of the hundreds of famous 
Lufkin measuring devices 
that dealers find so easy to 
sell. The name Lufkin has 
become a by-word for quality 
with users of tools from 
“handy men” to skilled 
mechanics everywhere. 


Show Lufkin measuring 
devices and see for yourself 


how quickly buyers take to 
these outstanding tools. 


Wd ths h 


7AN . New Y 


TAPES . RULES PREGISION TOOLS 





At Coffing Hoist's staff sales conference in Danville, Ill., were: L to R—E. J. Heinen, 
Buffalo; Ray Doan, Houston; D. T. Gano, Los Angeles; J. R. Coffing, general sales 
manager; H. N. Hayes, Chicago; F. W. Coffing, president; F. L. Dwiggins, Birmingham; 


Mike Crowder, Pittsburgh. (E. A. Cramer, New York, missed out on the picture) 





ral f 
cars. 


Eighty Hewitt Rubber office employees were on hand for the annual Christmas party 


& 
_ 














Behr-Manning Awards 
Long Service Medals 


At the home office, Troy, N. Y., 
Behr-Manning recently presented 
gold, silver and bronze medals to 256 
employees in honor of their long 
service with the company. Of this 
group, 144 were from the plants, 112 
from the office and sales force. Ed- 
ward A. Price of the Chicago branch, 
with 50 years service was presented 
with a watch at a dinner in Chicago. 
The awards were presented by the 
president, Francis E. Gallagher, him- 
self a 26 year man. 


Amigos Club Of Syracuse 
Elects Eleven New Members 


At the last regular monthly meet- 
ing of the up-and-coming Syracuse 
Amigos Club eleven new members 
were put through the mill. Those 
who rode the goat and were admitted 
into the inner sanctum-sanctorum 
are: George H. Brown (Brown & 
Sharpe), Robert Carter (H. A. 
Smith Machinery Co.), Wellman C. 
Daniels (Belt Rope Supply), 
Thomas F. Dungey (Wolff & 
Dungey, Inc.), Gordon E. Henry 
(Independent Pneumatic Tool), 
Frank S. Kanaley (R. C. Neal), 
Howard M. Kemter (Scovill Mfg. 
Co.), William J. Kingsley (Car- 
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borundum Co.), J. Gordon Nutting 
(General Electric), Thomas  L. 
Walsh (Edward Joy Co.), Sayles 
E. Stone (Stone Bros.). 


Nutmeggers Elect Officers 
E. C. Sullivan Gets Golf Bag 


At the Nutmegger’s regular 
monthly meeting, at the City Club, 
Hartford, Conn., the following new 
officers were elected for 1939: 

President, Howard M. Knapp 
(Corbin Cabinet Lock and Corbin 
Screw Corp.); first vice president, 
Roland H. Osgood (Patterson- 
Sergent Co.) ; second vice president, 
Harry W. Murray (American Steel 
& Wire); secretary treasurer, Earl 
J. Hopwood (Olds & Whipple, 
Inc.). 

The Nutmeggers presented a 
wrist watch to the retiring president, 
Stanley A. Mott (Davoe & Ray- 
nolds) and a leather golf bag to the 
retiring secretary-treasurer, E. Cyril 
Sullivan (Hunter & Havens). 


Van Duren Supply Company 
Celebrates First Birthday 


It is just one year since Paul Van 
Duren, resigned as purchasing agent 
for H. W. Mills & Co., to form, with 
C. D. Rickard, the Van Duren Sup- 
ply Co. at 151 Mill St., Paterson, 
New Jersey. 





Bi ieee a 


LUBRICATING EQUIPMENT 


Selected distributors who are featuring the complete Lincoln line have 
good reasons to be enthusiastic. They know, and the factory men who 
run the equipment also know, that from angle—you can’t beat Lincoln 
Lubricating Equipment. 


Lincoln makes a wide range of equipment for the most efficient 
Pe ae a Se ms ey of grease lubricants. The line is complete. It includes small 
\ . 
of KLEENSEAL Grease Guns. All models of this EENSEAL | me guns of the type illustrated. A man can hold and 
i | t it : . . ° 
1776 rovite Sigped wih KLEENSEAL, Zork of operate one of these guns with one hand—reaching fittings high on a 
me Fittings. Model 1017 has oom, ae. machine or low, operate the gun from any angle—and do a thorough 
imum pressure — oo, eee . . . . . 
also available in32...5%4...9 and 18-or. capacities. job of greasing . .. The Lincoln line also includes lever-type guns, larger 
Available also with coupler for button head fittings. hand operate units and large power o erated 
> - 
LEVER-TYPE one —- qvafiehiots 7 high pressure — units, together with a complete range o full au- 
l ith att ts type, pin type an * . . ° 
botton hood fittings. Model 1061 (illustrated below)hendles tomatic and semi-automatic equipment. In ad- 
all types of lubricants and develops pressures up to 10,000 dition to grease guns, Lincoln makes a complete 
oeee 16-oz. . 
. cose line of KLEENSEAL and Button Head 
Fittings in all types and sizes to meet all 


replacement and modernization needs. 
Sold only through selected mill supply alee 
distributors. Details on request. BUSINESS CHARACTER 
Rice Leaders 
fi of the World 
LINCOLN ‘ENGINEERING COMPANY i Association | 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT fum-Pmotucr-roricr 


CEMER AL OFFICES. ST LOUIS MO FACTORIES ST LOUIS. MO OFTROIT MICH eres - al 


(Model 1017) 


(Model 1061) 
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TRAP LEADER 
IN SUPPLY HOUSE 
SALES 








WINTER TAPS 


MARCH TO VICTORY AGAINST ANY 
COMPETITION ANY TIME AND ANY PLACE 





Sell them for profits 


THE WINTER BROTHERS CO. 


Main Factory: WRENTHAM, MASS. Branch Factory, DETROIT 
Division of NATIONAL TWIST DRILL & TOOL CO., Detroit, Mich. 
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Ross W. McKinstry is the new vice 
president of Sterling Products Co., 
Chicago distributor (see page 40) 





Rothemich and Dailey Join 
Congdon & Carpenter Co. 


Herbert F. Rothemich and Joseph 
A. Dailey, two well-known mill sup- 
ply men, have joined the sales staff 
of the Congdon & Carpenter Co., 
Providence, R. I. Both of these 
men were associated for a number 
of years with Belcher & Loomis, 
Providence, and have a wide ac- 
quaintance in southeastern New 
England industry. Mr. Rothemich 
will make his headquarters at Provi- 
dence while Mr. Bailey will work 
out of the Fall River warehouse. 


Schwabacher Gives Watches 
To All Twenty-five Year Men 


Morton L. Schwabacher, presi- 
dent, Schwabacher Hardware Co., 
Seattle, recently presented 14 em- 
ployees of the company with watches 
in honor of twenty-five or more 
years service. Those who received 
watches for long service of from 
25 to 39 years were: R. C. Johnston, 
B. D. Jones, G. A. Buerk, Z. Taylor, 
J. R. Schoenfeld, H. J. Lochow, 
H. A. Seymour, E. A. Mumford, J. 
P. Cummings, J. Mullen, J. G. Mc- 
Connell, E. A. Polachek, R. J. 
Rhodes and G. A. Rippy. 


Carl Johnston, manager and George 

Horton, P.A., look over the stock control 

system at Stambaugh-Thompson, Youngs- 
town, Ohio. 
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IT’S STOCKED BY LAMSON 


5 TAMSIN 3 | 
10 
4 | 16 |. 
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OF BOLT AND NUT PRODUCTS 
IN AMERICA 


: om can depend on it—you can get every fastening you 
sell from LAMSON & SESSIONS—in one shipment, at one 
time, of one uniform high quality. Full line stocks, packed 
in bulk and packages at our factory warehouses offer you 
the most complete line of bolt and nut products in America, 
ready for immediate delivery. LAMSON packages and cartons 
with the well-known all-over design that trade-marks the line 
have clear, easily read labels that make inventory simple. 
LAMSON cartons are three times stronger than any cartons 
used before—keep the products clean until sold, stand up 


under frequent handling and keep your stock shelves tidy. 
Follow the LAMSON recommendations for balancing your stock 
— maintaining a profitable ratio between fast and slow-mov- 
ing products—with the LAMSON Stock List as your guide. And 
on your next order, remember that every fastening you seil 
can be ordered from LAMSON—and ata considerable saving 
because there is only one bill of lading, only one shipment, 
and you deal with only one single, responsible source. 


THE LAMSON & SESSIONS COMPANY « Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 





LAMSON & SESSIONS 





a 


— 
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OF course Barnes Blades are not intended 
to cut prison bars but believe us, a prison bar 
that resists a Barnes Service (Molybdenum) 
Blade has to really be hard. That’s why one 
manufacturer of prison bars throws out every 
bar that a Service Blade will as much as 
scratch. In other words, the Barnes Service 
Blade is the standard by which his prison bars 


are measured. 


There are six blades in the Barnes Line-- one for every 
metal cutting need-- and you ought to stock ’em all. Inci- 
dentally, but worth remembering, is the fact that Barnes 
Field Men are trained to help your salesmen crack their 
toughest nuts. 


Use them. 
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U.S. Rubber Announces 
Six Personnel Changes 


M. P. Lewis, former eastern dis- 
trict manager of wire sales, has 
been appointed assistant manager, 
wire sales department with head- 
quarters at New York. 

H. H. Weber, assistant manager, 
wire sales department since 1934, 
has been appointed commercial en- 
gineer of that department. 

H. J. MacDonald will succeed Mr. 
Lewis as manager of wire sales, 
eastern district, with headquarters 
at Boston. 

C. W. Short, for the past two 
years development engineer at the 
Bristol plant will succeed Mr. Mac- 
Donald as wire salesman in the 
New England territory. 

R. F. Jackson will operate the 
mechanical goods division, Balti- 
more, as an independent branch. 

F. H. Urban has been appointed 
assistant manager, mechanical sales, 
Chicago branch. 


H. B. Davis, Portland, Ore. 
Bought Out By Woodbury Co. 


Woodbury & Co., Portland, Ore., 
has bought out the H. B. Davis Iron 
& Steel Co. of that city. The busi- 
nesses will be operated separately 
at the same locations, the lines in- 
creased and the selling force ex- 
panded to cover more territory in 
Oregon and southern Washington. 
Mr. H. P. Davis is retiring to de- 
vote all his time to private interests. 

Woodbury & Co. recently took 
over the local organization of the 
Crucible Steel Co. and built a new 
$115,000 warehouse. 








It might be that the holiday spirit ac- 
counted for the broad smile on the face of 
Floyd Roberts (right), winner of the 1938 
Indianapolis Motor Speedway race and na- 
tional A.A.A. champion of the year, when 
he visited the Dumore Co., in Racine, Wis. 
But Bob Hamilton (the other smiling gent), 
Dumore's sales manager, says he believes 
Floyd was happy over his selection of a 
Dumore hand grinder to help him prepare 
his racer for the 1939 events. 

















FEBRUARY 
ADVERTISEMENT 
APPEARING IN 


Power 
Construction Methods 
Mill & Factory 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 
Iron Age 
Western Construction News 
Coal Age 


A trained wire rope salesman who knows 
economical wire rope practice as well as technicalities is at your service. He will 
gladly call on any of your prospects with you or alone in your interests. His kind 
of service makes customers that will stick to you. Write for distributors’ and 
cooperative advertising plans. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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THE MOST COMPLETE LINE OF PUMPS 
...a size and type for every job 





Split-casing 
Centrifugal Pump 
Capacities to 3000 g.p.m. Heads to 575 ft. 





Monobloc Centrifugal Pump 
Capacities to 1100 g. p. m. 
Heads to 280 ft. 








Duplex Steam Pump 
Capacities to 420 g. p. m. 
Pressures to 350 Ib./sq. in. 





Triplex Power Pump 
Capacities to 50 g. p. m. 
Pressures to 250 Ib./sq. in. 








Rotary Pump 
Capacities to 2500 g. p. m. 
Viscosities to 500,000 S.S.U. 





Deep Well 
Turbine Pump 
Capacities to 
6000 g. p. m. 
Heads to 600 ft. 





Frefio 
Centrifugal Pump for liquids containing solids 
Capacities to 7500 g. p.m. Heads to 135 ft. 


HESE pumps are representative of a 
‘Toe line ... from which the 
proper selection to meet any individual 
condition can be made, without prejudice 
or compromise. 

Every unit is expertly engineered, em- 
bodying modern features proved in ser- 
vice...and is built to exacting standards. 





@ Send for the WORTHINGTON DEALER PLAN 





RTHINGTON PUMP AND MACHINERY CORPORATION | 








Offices 
HARRISON, NEW JERSEY Mert Ve ee 
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MILL SUPPLIES birdie catches three genial 


gents at Memphis, Tenn. Robert Upham, 
U. S. Electrical Tool Co., Cincinnati (left), 
poses with Walter Zepf (center) and C. T. 
Norton, salesmen for the Riechman-Crosby 
Co. while in Memphis? Mr. Upham tcurs 
country in an attractive looking truck 
carrying items of his company for display. 





Pye-Barker Supply Co. 
Moves to New Location 


Pye-Barker, Atlanta, Ga., has 
moved to a new home at 244 For- 
syth St., SW. The new building 
offers more space, facilities for bet- 
ter arrangement of stock and plenty 
of parking space at all times for 
customers. 


W. D. Endres New Manager 
For Billings Tool Division 


The Billings & Spencer Co., Hart- 
ford, Conn., has .appointed W. D. 
Endres sales manager in charge of 
their merchandise tool division, suc- 
ceeding Roy Moore, who recently 
resigned. Mr. Endres, who has been 
divisional manager of Billings’ Chi- 
cago branch, will shortly move to 
West Hartford, Conn. 


Falk Corp., Milwaukee 
Announces Two Changes 


The Falk Corp. of Milwaukee 
announces that Louis W. Falk will 
be executive engineer and W. P. 
Schmitter, chief engineer. Harold S. 
Falk, vice president, will continue 
in his present capacity as director 
of engineering. 


Buhl To Stage Supply Show 
Feb. 22-24 at Detroit 


The Buhl Sons Co., Detroit, has 
issued invitations for an industrial 
exhibit to be held Feb. 22-24. About 
110 manufacturers will be repre- 
sented and an attendance of from 
3500 to 5000 is anticipated. 






























NS 
Concentration Always Lays / 


There’s an important distribution lesson in the lad with his bread and jam. ? 
His enjoyment comes from the fact that he’s concentrating on the jam, 
and not spreading it out too thin. 








Likewise smart distributors have learned that in the matter of small tool 
purchases, it doesn’t pay to spread themselves out too thin—so they 
concentrate on “Greenfield,” the most complete line on the market. Buy- 
ing becomes for them a matter of one catalog, one salesman, one order, 
one invoice, a concentration that means reduced sales and handling ex- 
pense—and greater profits. 


GREENFIELD TAP & DIE CORPORATION Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort Street in Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ontario 


Warehouses: New York, Chicago, Los Angeles, and San Francisco 


© 2 
6’ / DIES: DRILLS 
& SCREW PLATES 
mw. PIPE TOOLS 
<  REAMERS 
ga GAGES 

Ss, \ 

“ny < 
/BuTOR? 
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ANNOUNCING 


oft ngs N EW 
MONEY MAKERS FOR YOU 


SPUR GEAR HOISTS 


There are many new features in this new model C 
hoist. It is designed and constructed for a maxéi- : 
mum amount of SAFETY, SPEED, DURABILITY and ; 
EFFICIENCY. Mechanically this hoist is betier. All t 
mechanical parts are fully enclosed in a malleable ( 
iron housing and this hoist has the most efficient i 
gear system used in spur gear hoists today. It is y 
equipped throughout with lubri-sealed precision ;) 





I 











ball bearings and is so engineered to equal the 
high standards of the Coffing Company. 


TROLLEYS 


The new Coffing Trolleys are furnished 
in either plain or hand geared types 
with plain or Hyatt roller bearings. 
Self aligning wheels. Spacing washers 
on load shaft makes trolley adjustable 
for several sizes of I-Beams. 


DIFFERENTIAL HOISTS 


Because of their light weight and low cost Coffing’s 
new Differeniial Hoists have a wide variety of uses 
where lifting and moving of heavy loads is infrequent 
and speed is not essential. The hoists have unusually 
heavy sheaves supported by malleable iron yokes. 
The chain pockets are accurately formed so that maxi- 
mum efficiency is obtained and wear on chain is 
eliminated. As an added feature the lower hook is 
equipped with a Timken Thrust bearing to permit the 
load to turn easily and prevent the twisting of the 
chain. This prevents wear on chain and sheaves. 





These three new items manufactured under the same strict reg- 
ulations as all other internationally known Coffing products. 


Write for New Folder T 1 


COFFING “asic” HOISTS 


COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 
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NEW LINES 
taken on by 


Distributors 


C. W. MArwebet Co., SAN FRAN- 
cisco, CAL.; STRONG, CARLISLE & 
HAMMOND Co., CLEVELAND, OHIO; 
ENGINEERING & SuppLy Co., Eas- 
TON, PA., AND Ropinson, Cary & 
Sanpos Co., St. Paut, MINN., 
have been appointed distributors 
for the Wailes Dove-Hermiston 
Corp. 


CHANDLER-Boyp Suppty Co., Pitts- 
BURGH, PA., is now a distributor 
of Yarway impulse steam traps, 
Budgit electric hoists, Ericson 
safety products and products of 
Scott Paper Co. 


DINGLE-CLARK Co., CLEVELAND ts 
now representing John Waldron 
Corp., and will promote the sale of 
gear type _ flexible couplings 
through its offices in Cleveland, 
Pittsburgh and Philadelphia. 


H. CHANNON Co., CHICAGO is now 
handling the Covic diesel engine 
line in the Chicago metropolitan 
area. The company was recently 
appointed a distributor for the 
Gardner Machine Co. 


Woopwarp, Wicut & Co., New Or- 
LEANS, LA., is now handling seam- 
less steel boiler tubes of the Tim- 
kin Roller Bearing Co. 


KANSAS City RussBer & BELTING 
Co., Kansas City, Mo., is now a 
distributor for Millers Falls elec- 
tric tools. 


FEDERAL Pipe & Suppty Co., FREs- 
NO, CAL., has been named a dis- 
tributor of Bethlehem wire rope 
in the San Joaquin valley of Cali- 
fornia. 


BEHRER-NASON Co., NEW Bruns- 
wick, N. J. AND CONNECTICUT 
PLUMBING & Suppry Co., STAM- 
FORD, CONN., was recently ap- 
pointed Johns-Manville_ distribu- 
tors for packing and refractory 
products. 


Bill Martin Goes To 
The W. H. Kiefaber Co. 


Bill Martin has joined the staff 
of the W. H. Kiefaber Co., Dayton, 
Ohio, as a salesman in the con- 
tractors’ supply department. Bill 
has a broad background of industrial 
supply service. 
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Tue comprehensive new Catalog No. 7 of The 
Riechman-Crosby Company is one of the unbroken series of 
Donnelley-built catalogs used by that prominent supply house 
in keeping their goods before the buyers during the past 


twent y years. 





Your Catalogs are the Only Representa- 
tives of Your House that can be “On 
the Job” all of the Time with all of 


the Buyers in Your Territory. 





R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET CHICAGO 
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Heise New Genera! 
Manager of Scholihorn Co. 
The Wm. Schollhorn Co., New 


Haven, Conn., has appointed Arthur 
R. Heise, who has been chief engi- 





ARTHUR R. HEISE 


neer for several years, the new gen- 
eral manager of the company. Harry 
Ziegler will, in addition to his duties 
as purchasing agent, assist in the 
development of sales. 


Strong, Carlisle & Hammond 
Distributors for Gardner Line 


Strong, Carlisle & Hammond Co.. 
Cleveland has announced through 
E. E. Stvan, manager of the mill 
supply department that it has been 
appointed distributors for the Gard- 
ner Machine Co., manufacturers of 
grinding machinery and discs. 

H. Steinbuck and R. Brossner, 
Gardner representatives will work 
out of Strong, Carlisle & Hammond 
Co.’s office and will be assisted by 
W. B. Sharp special representative 
on abrasives for the latter firm. 

An extensive abrasive department 
for the servicing of grinding wheels 
and coated abrasives will also be 
maintained. 


Pratt-Gilbert Celebrates 
40th Year in Business 


Depicting it’s industrial develop- 
ment over a period of 40 years, 
Pratt-Gilbert Hardware Co., Phoe- 
nix, Arizona has prepared a folder 
in commemoration of its fine record 
of service to the industrial develop- 
ment of Arizona. 

The folder contains pictures of the 
firm’s first home, another scene of 
its interior in later years and the 
present building which contains 30,- 
000 sq.ft. of floor space filled with 
equipment and supplies for mining, 
contracting and industrial purposes. 














ver 50 years Quaker has been 
manufacturing quality rubber prod- 
ucts. Each year finds more and more 
Quaker products being used by the 
Industry. 

Quaker has built its business on 
Quality. Repeat business, you know, 
only comes from satisfied cus- 
tomers. Quaker counts many 
customers who have been on 
our books continuously for over 


25 years. Quaker’s diversified PACKINGS 





BELTING 


HOSE 


Established 
1885 


line of quality rubber products makes 
it anideal merchandising unit for any 
mill supply house. 

Modern equipment, skilled me- 
chanics supervised by experienced 
executives give the distributor hold- 
ing the Quaker Franchise a com- 
plete easy-to-sell line of me- 
chanical rubber goods. 


Investigate the Quaker Franchise 
and distributor protection. Get in 
touch with us today. 


(hee. ik ere teat 
R 
eres NEW YORK 
QUAUT! oth ins Lae ar oh Gao dae aoe we 
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RESSUR-FORMD 


the new (o- 


AP 


RAWN 
CREWS 


by Allen 


The new cold-extruded and cold-drawn Cap Screw is 
cold-formed from start to finish, making the steel-fibres 
foliow the contour of the screw-blank in an unbroken flow 
from point to top of head. The ends of the fibres turn 
in toward the socket-walls, increasing resistance to 
wrench-pressure. This, with compression of the fibre- 
bundle by cold-drawing, increases the head-strength of 
the screw approximately 20%. . . Our Distributors will 
strengthen their leading role through this leading technical 


development: — the /atest in hollow screw manufacture. 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. U.S.A. 
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Speaking at the most recent luncheon 
meeting of the Technical Publicity Asso- 
ciation, N. Y., Professor Hugh E. Agnew, 
chairman of the department of market- 
ing at New York University spoke on the 
subject “How to Evaluate Advertising 
Media". At his left sits Bob Barbeur 
(Bakelite Corp.), vice-president of T.P.A. 





Hardware Manufacturers to 
Meet in New Orleans April 17 


Attendance at the four-day Southern 
convention of the American Hard- 
ware Manufacturer’s Association to 
be held in New Orleans beginning 
April 17 is expected to reach 1200, 
it was recently announced by asso- 
ciation officials. 

The association has designated the 
period from May 6 to May 13 as 
National Hardware Week. The pur- 
pose of this week is to encourage con- 
sumers to go to hardware stores for 
their standard lines of merchandise. 


Two New Members For 
Southern Association 


Southern Supply and Machinery 
Distributors Association has an- 
nounced through its secretary, Alvin 
M. Smith, the addition of the Mar- 
chall Supply & Equipment Co., Tulsa, 
Okla., and S. Donald Fortson Co., 
Augusta, Ga., to its membership. 








Mighty happy at their work with Penn 

General Supply Co., Pittsburgh are (left 

to right): Selma Karthauser, Freda Fre- 

man, Elizabeth Ober and Katherine 
Jellison 
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CABLE KING 


THE ONLY AIR-COOLED 
ELECTRIC HOIST 





Another Profit Maker for Yale Distributors i 1 


EXCLUSIVE 
Here's a new electric hoist by Yale that will put new profits into the pocket of AIR-COOLING 
every Yale distributor. For this hoist boasts a selling feature that no other PRINCIPLE 
electric hoist can offer—AIR-COOLING. 


ify to 


6 Tons 


Through a series of smashing ads in leading trade publications, backed by a veri- 
table barrage of direct mail, we're telling industry throughout the country all 
about this very latest advance. 


We're punching across that AIR-COOLING eliminates excess brake heat, mak- 
ing it possible for the Cable King to operate on a heavier duty cycle than any 
other hoist in the same class. In addition, we're telling how the precision con- 
struction of the Cable King comes closer than any other to engineering specifica- 
tions for the perfect hoist. 


AIR-COOLING plus construction which the engineers themselves have set as 
being correct. These are two real selling points that are bound to turn a pros- 
pect into a sale. And don't forget—they're EXCLUSIVE. 


Capacities 4 to 6 tons 


YA : E THE YALE & TOWNE MFG. CO. 
TRADE MARK 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A 


IN CANADA: ST. CATHARINES, ONT. 
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Tica 


PLIERS « WRENCHES » GLASS CUTTERS 

NIPPERS « SCREW DRIVERS « CHISELS 

PUNCHES » WHEEL PULLERS - SNIPS 
a om 

... for TOOL MILEAGE” 

KNOWN FOR QUALITY 


BY ENTHUSIASTIC 
DISTRIBUTORS 


Distributors naturally prefer 
the Utica line because they 
know the kind of performance 
these tools render in the hands 
of countless users. To sell Utica 
is to sell satisfaction at a 
PROFIT. 


“Tool Mileage’’—that longer 
service rendered by Utica 
Tools—is the direct result of 
superior quality, finer crafts- 
manship and rigid inspec- 
tion in manufacturing. A 
Utica Tool is right for the 
job before it is put to work. 


Leading Distributors have 

accepted the Utica line in 

order to insure dependable, 

economical service. They 

have found by experience 

there is no substitute for 
high tool value and 
economy. Utica Distribu- 
tors are enthusiastic over 
the Utica line because 
they can depend on its 
uniform high quality to 
build a profitable repeat 
order business. 


DROP FORGE & TOOL CORP 
UTICA NEW YORK 
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York, Pa., began its 1Olst year in busi- 

ness with the publishing of this attrac- 

tive mimeographed newspaper which will 

be distributed to members of its organ- 
ization monthly 


"Steel Selector" Seen 
As Aid to Purchaser 


To end guesswork in the specifica- 
tion of machinery steels, the pur- 
chaser now has available a “Ma- 
chinery Steel Selector.” By means 
of this guide, the steel specifier is 
enabled to determine the steel which 
will suit his purpose. The “Selector” 
shows tensile strength in all diam- 
eters up to eight inches. In addition, 
information on machinability, com- 
parative cost, heat-treating and spe- 
cial characteristics of steels, act as a 
further guide to the right steel. 

This guide is available without 
charge to anyone who specifies or 
purchases machinery steel, upon re- 
quest to Horace T. Potts Co., Phila- 
delphia; Brown-Wales Co., Boston; 
Beals, McCarthy & Rogers, Buffalo; 
or Equitable Equipment Co., New 
Orleans. 





The Lorenz Co., Klamath Falls, Ore., main- 
tains a branch with a large stock at Med- 
ford, Ore. R. H. Schmidt, who is seen 
here, takes care of the inside sales work 











IN SMALL DRILLS AND LARGE 
DRILLS, MORSE QUALITY 
STANDS FOR PRODUCTION 
EFFICIENCY ...REGARDLESS 
OF SIZE, YOU CANNOT SELL A 
BETTER DRILL THAN MORSE 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE STREET - - - - CHICAGO STORE: 570 WEST RANDOLPH ST, 
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The ANSWER 
to TROUBLE-FREE 
SHORT CENTER DRIVES 


is Controlled Belt Tension 


Establishing belt tension at the maximum required to 
carry starting and other infrequent peak loads causes 
many short center drive difficulties. Motor loads vary 
widely ... and belt tension should be controlled to vary 
with the load. Too much belt tension imposes a costly 
burden on belts and bearings .. . too little tension 
causes belt slip and loss of production. 
The only method for providing ideal belt tension, auto- 
matically matched to changing loads, is the American 
Tension Control Motor Base. It provides correct belt 
tension at all times, under all loads, to operate either 
flat or V-belt drives at highest efficiency. 
American engineers are available to demonstrate in 
any of your customers’ plants, the savings this equip- 
ment makes possible. 

THE AMERICAN PULLEY COMPANY 


Dept. 3, 4200 Wissahickon Avenue 
PHILADELPHIA, PA. 


AMERICAN 


Tension Control 


MOTOR BASE 
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Meet J. W. Minder, president of J. W. 
Minder Chain & Gear Co., Los Angeles, 
Cal. Mr. Minder is a well-known figure 
in industrial circles on the Pacific coast 


Goodyear to Celebrate 100th 
Anniversary with Homecoming 

Celebrating the 100th anniversary 
of the discovery of vulcanization by 
Charles Goodyear in 1839 and the 
40th anniversary of the company, 
representatives of the mechanical 
rubber goods division of Goodyear 
Tire & Rubber Co., will be guests at 
the Akron, Ohio factories, February 
20-23 to participate in a homecom- 
ing. 

At this celebration, which will be 
attended by 2,000 Goodyear sales rep- 
resentatives from all parts of the 
world, a statue of Charles Goodyear 
will be unveiled and dedicated in 
front of the Akron City hall, me- 
morializing the discovery of vulca- 
nization. 


Charles C. Lewis Opens New 
Branch at Hartford, Conn. 


The Charles C. Lewis Co., Spring- 
field, Mass., has opened a_ branch 
warehouse at 80 John St., Hartford. 
The new unit will be operated as an 
independent branch with complete 
personnel and will stock steel bars, 
shapes, plates, sheets and cold fin- 
ished material. 








Three good men and strong! Here's 
B. B. Maston (center), manager, of Pa- 
cific Mill & Mine Supply Co.'s branch 
at Fresno, Cal., flanked by Lawrence 
Herg (left) and Blaine Marion, clerks 



































CAPACITY— 
%” TO 34” PIPE 
5/16” TO 1” BOLTS 






DEEP OR SHALLOW THREADS 
AS WELL AS STANDARD— 


—are easily and quickly produced with “TOLEDO” 
Adjustable Die Heads. 


Produce the shallow or oversize thread required for 
repair work or a quick adjustment enables the operator 
to produce the deep or undersize thread that can be 
completely hidden in the fitting. 


Dies can be easily reground or replaced at small cost. 
Adjustment is simple—loosen 4 cover screws and turn 
knurled ring until desired size is reached. 4 to 5 turns 
on pipe. 1/64” on bolts. 


Any combination furnished. Ratchet handle or two 
handle stock. Two sizes of steel carrying cases to 
choose from, 


Literature for the trade giving complete details sent 
promptly on request. A sample die head to show 
your customers will bring sales. 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 


"TOLEDO" 
ye 
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U.S. PRECISION 
LATHE GRINDERS 


For internal or external grind- 
ing. Interchangeable ball bear- 
ing grinding wheel spindles; for 
horizontal or vertical positions. 
Efficient with lathe, planer, bor- 
ing mill, milling machine, etc. Furnished with external or internal spindle, 
belt guard, grinding wheel, wheel guard, pulleys, belts and starter. 







Model XX5 


U.S. TOOL 
POST GRINDERS 


For use on lathes with com- 
pound rests for grinding cen- 
ters, reamers, dies and rolls; 
can be used on shapers and 
planers for surface grinding. 
Removable shank, quick 
break switch, split taper 
bronze bearings adjustable to wear, dustproof collars, 15-ft. 3-wire 
flexible rubber covered cable; rubber attachment plug. 


Z| 


Model RA ‘4 h.p. 
Model RRA ‘2 h.p. 


Write for Catalog No. 52, a “gold mine" of 
information about the BEST electrical tools made. 





PROFIT BY THE U. S. 6-POINT 
DISTRIBUTOR PLAN 


1. Full Line 
2. Super-Quality 


5. Good Profit 
6. Sales Aids 


3. Economical Prices 


4. Protection 











=> \ ) - 
Ne oe < OHIO, U.S.A 
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ELECTRICAL TOOL CO. 





Active in mill supply circles in down- 

town New York City and a story-teller 

of wide renown is Bob Cruise of Corbin 
Screw Corp. 


Machine Tool & Supply 
Shows Rapid Growth 


Since its organization in 1929, Ma- 
chine Tool & Supply Co., Tulsa, 
Okla., has moved three times, each 
time to larger quarters than pre- 
viously. It’s present location at 215 
East First St. embraces 20,000 sq.ft. 
of floor The company has 
been in its new home since February 
of last year, and is at present cele- 
brating its tenth anniversary. 

The organization is under the man- 
agement of Leo H. Gorton, who has 
been connected with the company 
since its beginning. Mr. Gorton is 
director of the Tulsa Chamber of 
Commerce, a member of the Engi- 
neers’ Club and vice-president of the 
National Refrigeration Supply Job- 
bers’ Association. He spent the week 
of January 15-21 in Chicago attend- 
ing the All-Industry Refrigeration 
and Air Conditioning Exhibition. 

John Nester recently became a 
member of the sales staff after an 
absence of two years. Mr. Nester is 
covering industrial accounts in Tulsa. 
For the past two years he has been 
in St. Louis as manufacturers’ repre- 
sentative on several industrial lines. 


space. 


Benjamin P. Clark Dies 


Benjamin P. Clark, president of 
the Plymouth Cordage Co., Boston, 
Mass., and Haitian Consul at Boston 
since 1897 died at his home recently 
after a brief illness. He was 78 
years old. 


Federal Issues Catalog 


A new catalog was recently an- 
nounced by Federal Pipe & Supply 
Co., Fresno, Cal. It was compiled 
and published by R. R. Donnelley 


& Sons, Chicago. 

















A BOOK THAT IS 
AS BIG AS A 


ot 
a 












Every year more and more hundreds of plants in all 
industries discontinue the old, expensive inventory 
of bearings and bearing metals and adopt Bunting’s 
catalog bearing service furnished by leading mill 
supply wholesalers in all markets. Both you and 
your customer make money... The Bunting Brass 
& Bronze Company, Toledo, Ohio. Warehouses in 
All Principal Cities. 





BRONZE BUSHINGS -¢- BEARINGS 
PRECISION BRONZE BARS 
BABBITT METALS 
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AND YOU'LL MAKE A SALE! 


How to get the most steam out of the 
least fuel—that's a subject that every 
engineer is interested in. A subject 
that you, as the Belmont distributor, 
can give him some valuable pointers 
on. For Belmont steam service pack- 
ings have been specifically made to 
hold that steam! 


Check the engineer on the packing he 
uses in his stuffing boxes. Point out 
that when boxes are sealed with Bel- 
mont they're sealed tightly. And, at 
the same time stress the value of the 
Belmont name and the quality it as- 
sures. Then show, with the Belmont 
Sample Kit, how this quality is incor- 
porated. Let the customer see the 
packing for himself—a clinching argu- 
ment that rarely fails! 


And don't forget to talk about the new 
Belmont Catalog which will be off 
press soon. More than just a listing 
of packing, it will be an ambassador 
of good will that will bring you busi- 
ness when you least expect it—per- 
haps, when you most need it. 


BELMONT SUPPORT HELPS 
DISTRIBUTOR SALES 


THERE’S A BELMONT 


BELM 


s. Sa: 


PACKING 


High-Pressure Asbestos Packing— 
Belmont 30 
Made from closely woven asbestos cloth frictioned 
with o heat-resisting rubber compound. The center 
esbestos block is made by folding the cloth upon it- 
self. The rubber cushion is compounded to remain 








resilient when subjected to extreme tem- 
peratures. Always furnished lubricated 

and graphited uniess otherwise spe- 

cifled. Rubber cushion supplied 

on oll pocking spoce sizes 

from 4%" vpword; small 

sizes without rubber 

cushion. 


Square-Braided Asbestos Packing — 
Belmont 754-P 

Mode of Long Fibre Asbestos Yorn. Braided squore 

in the some manner os in braided flax pockings. 

Each strond of yorn is lubricated and graphited, 

resulting in a thoroughly lubricated product, which 

will not harden or score shafts, 











Sample page from the new 
Belmont Catalog which will 
be off press soon. 


FOR EVERY SERVICE 


ONT 


in 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 
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Ready to take your order is Charles A. 
Smith (left), manager of the plumbing 
and heating department of National Mill 
Supply Co., South Bend, Ind., and E. W. 
Bentley, mill supply department manager 


Life Story of W. H. Fitch 
Appears in Illinois Magazine 


The intriguing story of the life of 
William H. Fitch, president of Rich- 
ards-Wilcox Mfg. Co., Aurora, IIl., 
recently appeared in The Fox Valley 
Mirror, an illustrated magazine con- 
taining articles of scenes and actions 
laid in the Fox River Valley of 
Illinois. 

The article concerning Mr. Fitch 
pays high tribute to his abilities and 
the remarkable success achieved by 
a man who started as a laborer and 
worked his way to the top of the 
ladder. 

Leonard Fowler, editor of The Fox 
Valley Mirror and writer of the 
story tells in interesting and convinc- 
ing style of the life of a man who 
“out of the depths has scaled the 
heights; a tale of merit well re- 
warded.” 


L. C. Deckbar New Head 
Woodward, Wright & Co. 


Lawrence C. Deckbar 
elected president and 
Woodward, Wright & Co. Mr. 
Deckbar, formerly first vice presi- 
dent, fills a vacancy created by the 
death, April, 1938, of Chauncey 
French. 

H. S. Pond was elected first vice 
president and director. Other officers 
elected are: W. S. Jones, second vice 
president and director; W. L. Peters, 
third vice president and director; 
R. U. Lea, secretary; John Whelan 
and F. W. Achorn, directors. 


has been 
director of 


J. H. Williams & Co. Moves 


J. H. Williams & Co., manufac- 
turers of drop-forgings and drop- 
forged tools recently moved its New 
York City office to 225 Lafayette 
St. It’s former location was at 75 
Spring St. 
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Tools 


by 


BILLINGS 


41st Edition KNURLING TOOLS 


CATALOG Two New Models, KT-713 and KT- 


715. KT-713 has two knurls, the 
Page 81 








holder is jointed allowing the knurls 
to center themselves on the work. 
KT-715 carries three pairs of knurls 
in a revolving head. With the popu- 
lar Model BJA (Adjustable) well 
known for its many Billings features, 
you have a complete line of Knurl- 
ing Tools also three types of Knurls. 


KNURLING TOOLS CUT-OFF TOOL 


Used in Tool Rooms, Cribs, Stock 
Bins, Garages and Warehouses. Cuts 
drill rod and wire from 0 to '/% in. 


Pa e 80 , - = sh round, without leaving a burr. 
g BOX and OPEN END 
WRENCHES 
_——— Billings *Vitalloy -— openings — 
7/32 to 17/32. These Combina- 
Page 23 = Wrenches are supplied in Sets, 
COMB. BOX AND OPEN END REVERSIBLE 
RATCHET WRENCH 
ae ad Y in. Sq. Drive. Simplicity of De- 
Page 24 | < ng map ay oper 
a Newer type of Pawl engagement. 


REVERSIBLE RATCHET DOUBLE HEX 
fe BOX WRENCHES 


45° ——— Billings *Vitalloy, 45° and 15° long 


- and short, supplied in sizes from 
Pages19 ‘3 Ly 5/16 x 13/32 to 2 9/16 x 2% nomi- 
e—_— , H nal openings. Forged from Special 
20 at analysis steel and carefully broached. 
DOUBLE HEX BOX STRAIGHT 
WALL SOCKETS 


Pa es 2 5 ng chathon  g sgpra som 
g 











CUT-OFF TOOL 





29 treated for maximum strength. 
TRAIGHT WALL SOCKETS 
‘ DISTRIBUTORS 
> Billi has the kind of a Selective 
ay Aw Distributor Policy you wont and you 


entitled to. Have it explained in 
* Registered Trade Mark detail—it's worthwhile. 

















THE BILLINGS & SPENCER COMPANY, HARTFORD, CONN,, U. S. A. 
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Herbert P. Ladds will become president 
and director of the National Screw Co., 
Cleveland, March |, following his resig- 
nation as head of Sweet's Steel Co., at 
Williamsport, Pa. 





Youngstown Licensed to 
Make Leaded Steels 


Lead bearing steel will be produced 
by Youngstown Sheet & Tube Co, 
recently licensed under the Ledloy 
patents of Inland Steel Co., it has 
been announced, 

The use of lead-bearing steel for 
all kinds of machining operations has 
spread rapidly, it has been reported. 
Recent tests show that lead-bearing 
steels may be coated or plated by the 
dipping or electroplating process in 
the same way and with the same 
results as regular steel. 


Johnston Co. Celebrates 
With Annual Christmas Party 


Holding its annual holiday party 
for employees the last day of the old 
year, William T. Johnston Co., Cin- 
cinnati, Ohio, celebrated with a de- 
lightful dinner, followed by enter- 
tainment and dancing. 

Various games were played with 
prizes to the winner. All present 
were presented with a ham as a 
guest prize. 





Relaxing and extending a bit of Southern 

hospitality to the MILL SUPPLIES pho- 

tographer is V. A. Vail, manager of the 

mill supply department of Noland Co.'s 
Roanoke, Va. branch. 
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Every one a Star Seller! 
Every item a Profit Maker! 


“HALLOWELL”- 


—-STEEL SHOP EQUIPMENT— 


will bring steady business this 
year to mill supply houses everywhere 


Why not to 


yours, tooP 


“HALLOWELL” STEEL BENCHES * “HALLOWELL" STEEL STOOLS 


Pat'd ang Pat's Pend’g. 


Fig. 
Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by ‘‘Hallowell’’ 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and _ pilfer-proof 
drawer if desired. 


oe “HALLOWELL” STEEL TRUCKS 








Fig. 754. Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells”. The steel platforms 
won't chip or splinter . . . all parts 
will stay rigid . . . wheels and hubs are 
made for easy rolling, and they're supplied 
in wide variety. 


te "HALLOWELL" 








STEEL & 
TOOL STANDS - a * 
—_— “PIONEER™ 
m P STEEL SHAFT 
ves easily 
shecover it’s HANGERS 
needed; an easy The original steel 
stand to sell. Shaft Hanger— 
Made in a va- and the only 
riety of types for hanger with inte- 
all purposes. gral feet. Mil- 
lions in use the Pat'd 
world over. Fig. 300 
Write for 
LITERATURE STANDARD PREssED STEEL Co. 
. BRANCHES JENKINTOWN BRANCHES 
DEALERS BOSTON ee cuicaco 
PROPOSITION DETROIT Box 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 

















Fig. 1334 
Pat. Applied For 
Applied Fig. 1249 

For 
The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


% “HALLOWELL" 
STEEL LIFT TRUCK PLATFORMS 





Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


’ “HALLOWELL" 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 
popularity. For 
greater protection 
now supplied with 
“Unbrako” Self- 





Fig. 100 Patented 
Locking Set 
screws. 
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Bradbury, of Manning, 
Maxwell & Moore, Dies 

William P. Bradbury, 53, vice- 
president and general sales manager 
of the Consolidated Ashcroft Han- 
cock Division of Manning, Maxwell 





WILLIAM P. BRADBURY 


& Moore, Inc., Bridgeport, Conn., 
died of pneumonia after a six-day 
illness, on January 14. 

Mr. Bradbury joined Manning, 
Maxwell & Moore, in 1902 as an 
office boy. His willing energy and 
cheerful personality advanced him 
step by step through various posi- 
tions in the sales department. These 
assignments took Mr. Bradbury to 
every part of the United States and 
some foreign countries. In 1923, Mr. 
Bradbury was made general sales 
manager and in 1930 vice-president 
in charge of sales, the position he 
held until his death. 

Mr. Bradbury numbered as _ his 
friends hundreds of distributors and 
their salesmen. To all his relations 
with people he brought a sympa- 
thetic understanding and kindliness 
that has been largely responsible for 
the growth of his company, Man- 
ning, Maxwell & Moore. 








Leo T. Glanfield is one of the busiest 

vice-presidents in the mill supply indus- 

try. As v.p. with Oppel, Glanfield & 

Rowe, Inc., Newark, N. J. he is active 
on outside sales 














J&L 
STEEL 


OTHER J&L 
STEEL PRODUCTS: 


Seamless Steel Boiler Tubes 
—Cold Finished Shafting 
—Hot Rolled Bars, Shape: 
and Plates — Galvanized 
Roofing and Siding—Seam- 
less and Welded Pipe— 
Cold Finished Bars and 
Shapes—Nails and Wire 
Products—Flat Galvanized 
Sheets, 


. 
VAUMORE WIRE ROPE DIVISION 


—" MUNCY:- PENNSYLVANIA 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH - PENNSYLVANIA 
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AMERICAS HIGHEST 
GRADE V-BELT it 





Settesoaser 
*8eeeanceas 


V-belts 


The news is spreading around that Rockwood's are the coming V-belts and V-sheaves for 
large demand and wide popularity—for Rockwood V-belts and sheaves have “what it 
takes” to be the best V-belt drive line for dealers to stock and sell. Rockwood Black pre- 
shrunk V-belts are as fine a quality as can be produced. In matched sets they are really 
“something”—and can be depended upon to give you the kind of service sure to result 
in repeat orders. 

Rockwood sheaves, too, are sweet jobs—made by an experienced and painstaking organ- 
ization that “knows how.” Rockwood sheaves are made right and fit right. They come 
in a full line of single and mupltiple groove sheaves—either pressed steel or semi-steel cast 
iron—and in all sizes from small fractionals for the household trade to the largest multiples. 
Dealers are bound to get their share of THE TRADE with the Rockwood V-belt line. In 
addition they are assured of Rockwood’s truly remarkable dealer service with most orders 
shipped from enormous stocks the same day as received. This remarkable service is reason 
enough why so many dealers are already finding the line such a money maker. 


WRITE FOR ROCKWOOD'S V-BELT 
PROPOSITION AND LITERATURE. 
Rockwood are now adding to their list 
of V-belt dealers and your territory may 
still be open. Let Rockwood superior 
‘A\) paper pulleys—pivoted motor bases and 
oo " a V-belt lines with Rockwood superior 

) dealer service add to your profits in 1939. 
WRITE TODAY. 











Rockwood Manufacturing Company —I/ndianapolis, Indiana 


PRESSED STEEL LT.WT. CAST IRON 





ENORMOUS STOCKS OF SHEAVES AND V-BELTS 
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Not even Chicago's recent ‘blizzard 

which even had autos snowed under 

can stop A. O. "Al" Snyder, sales pro- 
motion manager of the Paine Co. 


New York Officials Approve 
Structural Steel Fastening 


A new fastening for structural 
steel connections, the “Dardelet” 
rivet-bolt was approved by the Board 
of Standards and Appeals after a 
public hearing in New York City 
recently. 

The rivet-bolt is made of carbon 
manganese steel and is driven into 
the hole with a maul so as to pro- 
duce a bound fit in the hole. The 
thread end of the rivet-bolt is formed 
with a self-locking screw thread on 
which the nut is turned and tightened 
by the ironworker. 

A nine-story addition to the Fifth 
Avenue Hospital, New York City 
was recently completed with 18,000 
of these rivet bolts being used. 


Skouger, Research Engineer 
for Leather Belting Ass'n 


American Leather Belting Asso- 
ciation has appointed Lloyd Skouger 
as research engineer for the group. 
With this addition to the staff, the 
Association will offer a consulting en- 
gineering service in mechanical pow- 
er transmission problems throughout 
the industrial field. 

This servie is available not only to 
members of the Association, but is 
offered generally to individuals who 
are confronted with problems of this 
type. 


Miller & Co. Moves 


Carl A. Miller & Co., New York 
City, is now located at 134 Lafayette 
St., New York City. This new loca- 
tion will provide larger quarters for 
the firm’s line of V-belt drives. 








THESE ADVERTISEMENTS 


Pave the way to valve profits! 


) 
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VINCENT 


HUNTINGTON 


Jmproved 


GRINDING WHEEL 
DRESSERS 


Pat. App. for) VILD 
SALES 


VOLUME 
with 
REPEAT 
BUSINESS 


There is steady, profit- 
able repeat business in 
store for you when you 
sell the New Improved 
Vincent-Huntington Grind- 
ing Wheel Dressers and 
Cutters. The same high 
quality that has charac- 
terized all Vincent--Hunt- 
ington products with the 
proper heat treatment is 
incorporated in these Im- 
roved Grinding Wheel 
Genseness When replace- 
ments are needed you 
can be sure of your 
customers’ re-orders. 

The New Improved 
Grinding Wheel Dresser 
is equipped with bush- 
ings that will not turn 
and wear out the bush- 
ing holes in the handle 
—a truly revolutionary 
improvement. y not 
suppl Vincent-Hunt- 
ington Srinding Wheel 
Dressers and Cutters to 
your customers and build 
up a substantial, profit- 
able business. Have you 
our catalog pages? They 
are punched for use in 
your binders—write for 
them today. 


eo 


These bushings used in all 
Special and #1 and #2 Im- 
proved Huntington Dressers. 


> 


These bushings used in #0 
Regular and Hooded im- 
proved Huntington Dressers. 








Gverv 


VINCENT 
OT itas 
Has 18 
Teeth 
Count 


Them / 











THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 


78 





| 

















Frank J. Hill Made S.M. 
For Greene Tweed & Co. 


Frank J. Hill, for some years 
representative of Greene, 


eastern 





FRANK J. HILL 


Tweed Co., has been made sales 
manager of the domestic division of 
the company’s packing department. 


C. T. Patterson, New Orleans 
Announces Change in Officers 


Following the untimely death in 
December of R. E. Kelleher, vice 
president and general manager, the 
Patterson Company has named W. 
S. Simpson vice president and A. A. 


Robbert secretary-treasurer. Mr. 
Simpson was formerly  secretary- 
treasurer and Mr. Robbert formerly 
assistant secretary. Mr. Kelleher’s 


place on the board has been filled 
by his son, Dr. R. C. Kelleher. 


Queen City Execs. W. E. Butler (left), 


treasurer and sales manager of the 
Queen City Supply Co., Cincinnati, and 
H. H. Blackham, vice-president, at a 
little get-together in Mr. Butler's office 
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ROTARY GEAR 


Possess Exceptional 


FEATURES That Will 
Command Instant 
Attention From Your 


CUSTOMERS 
* 


That’s what you need in these days of hard 
selling—logical, easily recognized principles 
of construction and operation that gain the 
immediate interest of your prospect. 


The Roper line has that to offer you, plus a 
quality of materials and workmanship that 
goes unchallenged. The thoroughly modern 
Roper plant was built to produce pumps that 
you can move with a minimum of sales re- 
sistance. 





For Gasoline and Oil 
An important number in the Roper 


line—Fig. 3600 MARV, a* general 
service pump used for transferring 
gasoline, oil, water, etc., in large 


quantities at industrial piants, bulk 
stations and refineries. 





Pump With A Wide Market 


Fig. 44F—used for water supply and 
for handling various liquids, such as 
brine, oil, gasoline, ete.—has out- 
board bearings and timer gears for 
long ife, 





Opportunities Everywhere 


With this Fig. 995 power rotary force 
pump for general use. Handles all 
liquids that do not contain grit. 
be sold for general water supply and 
circulating services in factories, public 
buildings and many other places. 


Write now for the complete story on the 
Roper Line. You will be definitely interested. 


GEO. D. ROPER CORP. 


Rockford — Illinois 











SAND PAPER 












Special Process Finishing 
and Cabinet Papers 


ARMOUR’'S HT Garnet: The letters HT stand for heat treated. The nat- 
urally hard, sharp garnet abrasive is heat-treated by the Armour patented process, 
which amazingly improves lasting and cutting efficiency. HT Garnet Finishing 
Papers and Cabinet Papers will deliver wood finishing results beyond your cus- 
tomers’ greatest expectations. 


ARMOUR’S Electrocoated Garalun: This abrasive is a manufactured 
product of the electric furnace. It’s long-lasting, clean-cutting, fast-cutting. The 
patented electrostatic process gives a uniform distribution of abrasive grains, sharp 
edge up. Your customers will find it exactly the type of abrasive they've looked for, 
but up to now never found. 


Write us for specifications, prices and details of dealer 
franchise. We'll gladly send complete informa- 
tion by return mail. No obligation to you, of course. 








ARMOUR SAND PAPER WORKS 


e Division of ARMOUR And COMPANY 
. GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities 
BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT, N.C CINCINNATI 
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INDUSTRIES + ADHESIVE TAPES 
PROFIT TO YOU 


The Industrial Tape Corporation 
offers a famous standard line of 
industrial adhesive tapes to meet 
this increasing demand. The repeat 
business means consistent turnover 
and all-year-’round profits. Let us 
tell you about this desirable plan. 


Our Laboratory Is Ready To As- 
sist You With Any Special Tape 
Problem ... Without Obligation 


INDUSTRIAL TAPE CORPORATION 


NEW BRUNSWICK, N. J. 


MAGNESIA— ASBESTOS 


HEAT INSULATIONS 
Cut Production Costs! 


Modern industrial plants are saving thousands of 
fuel dollars each year through the correct ap- 
plication of CAREY Heat Insulations. The com- 






Careyee!l Insulation 


For temperatures up to §=plete CAREY Line includes high efficiency in- 


. 


esl sulating materials of Asbestos and Magnesia for 


every known service condition—for temperatures 
ranging from 


SUB-ZERO to 2500° F. 


In addition, the services of Carey Engineers and 
85% Magnesla Carey research facilities, available through branch 
For High and Medium offices covering the nation, are offered to help 
essure. . 
: ' solve the insula- 
tion problems of 
} 
Write for details 
and book of inter- 
Hi-Temp Blocks Hair Felt Insulation esting data. 


your customers. 
For Furnaces, Ovens, For sub-zero tempera- 
Kilns, ete. tures. 














Combination Hi-Temp— 
85% Magnesia. 


THE PHILIP CAREY COMPANY =: | Werd ai-lal- Pee lal dialal- bape Odalle) 





BRANCHES IN PRINCIPAL CITIES 
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You'll need your snowshoes these days 

if you want to see L. D. Gray, manager 

mill supply department of Irving D. 
Booth Co., at Elmira, N. Y. 


Flavin Receives New 
Post with Johns-Manville 


E. D. Flavin, who has been with 
the sales force of Johns-Manville 
power products and industrial de- 
partment in the Syracuse, Utica and 
Watertown territory has been ap- 
pointed assistant sales manager of the 
New York District with headquar- 
ters in New York City. 

George H. Miner, formerly of 
Smith-Murray Co., Syracuse, N. Y., 
has joined the sales force of Johns- 
Manville Corp. and will replace Mr. 
Flavin in the territory he formerly 
covered. 

Robert W. Lea was_ recently 
elected vice-president of Johns-Man- 
ville Corp., immediately after his 
resignation as president of the West 
Virginia Coal & Coke Co. 

Mr. Lea was formerly president of 
the Moline Implement Co., vice-pres- 
ident of the Stephens Motor Car Co., 
and president of the Hammond Lum- 
ber Co. 


Suddendorf New V.P. 
Of Witt Cornice Co. 


Robert Suddendorf has been made 
vice president and assistant general 
manager of the Witt Cornice Co., 
Cincinnati. Mr. Suddendorf was 
formerly sales and advertising man- 
ager and will continue to handle these 
departments. He has been with Witt 
Cornice 17 years, starting as city 
salesman. 


Dayton Bowlers Doing Well 


Members of the M. D. Larkin Co., 
bowling team in Dayton, Ohio, now 
lead the construction league for high 
score, competing with sixteen other 
teams. Frank Lang, captain of the 
W. H. Kiefaber Co.’s bowling team, 
also of Dayton, reports his team in 
second place in one of the section 
major leagues. 











Lewis Supply Tops | “SEALMASTER BALL BEARING INDUSTRIAL UNITS: 
Sales Quota for 1938 | 


Lewis Supply Co., Memphis, Tenn., | 


held its annual stockholders and di- | 9 THE 
rectors meeting at the offices of the Irs easy A 
- EL 


company, January 25th. President T. 
Walker Lewis reported one of the 


niall 
best years in the history of his e 
twenty-year-old firm, the year’s sub- e@ 
stantial sales quota being exceeded by 


several thousand dollars. The fol- 

lowing officers were elected for 1939: SEAL AS T r ~ 
president, T. Walker Lewis; vice- 

president, Howell E. Adams; secre- | 
tary and assistant treasurer, W. M. 


Cone; assistant secretary, M. H. 
Stovall, and treasurer, T. Walker | 





Lewis, Jr. 


Stalker Cited in Sales | — SEALMASTER PILLOW BLOCK — 
Promotion Letter Contest | 









The Dartnell Service, Chicago, en- | FELT AND LABYRINTH LUBRICATION 
gaged in gathering and serving its | SEALS HOLD PROPER PRESSURE FITTING de ciibiatiaiaiie 
clients with sales and merchandising AMOUNT LUBRICATION AND ou have a definite sales 
ideas of manufacturing and distrib- | PREVENT INGRESS OF DIRT advantage when you sell 


the SEALMASTER line 
BEARING ASSEMBLY of Pillow Blocks, Flange 
SELF- ALIGNING 


uting houses, announces its annual 
gold medal award for the best 22 let- 
ters of 1938. Included in the list of 
winners is H. H. Stalker, sales pro- 
motion manager for Lewis Supply 
Co., Memphis, Tenn. Three of his 
letters used in behalf of his firm have 
been cited by Dartnell in the last 
four months. Mr. Stalker, formerly tegral part of the bearing 
of Toledo, Ohio, joined the Lewis - » - so that seals self- 
organization six months ago. SET SCREWS BALL RACES GIVE align with bearing pro- 
SECURE INNER HIGH LOAD RATINGS per, independently of 
Cutler-Hammer Promotes | —_- RACE TD SHAFT AND = housing. 


Their Two Top Engineers 


Units and Take-Up 
Units. 


For only SEALMASTER 


Industrial Units have the 


seal built in as an in- 





This prevents any pos- 


age ; . . sible ingress of dirt re- 
W. C. Stevens, vice president in 8 f 


charge of engineering, Cutler-Ham- | eet tortie gardtors of whetner 
mer Co.. Milwaukee, has announced bearing travels at high 
the promotion of E. W. Seeger to or low rate of speed, or 
chief engineer and P. B. Harwood | is removed from housing. 


It will mean bigger bear- 


SEAL Mas TER ing sales for you if you 


- . “ sell SEALMASTER In- 
was general engineering supervisor. os dustrial Units. WRITE 
pix: , Ball R FOR DEALER INFOR- 
ie. : 7 MATION TODAY! 
| | | ’ _— blocks 
ss $ | * 
flange units 
talks it 
-lake-up units 


vancement, Mr. Seeger was assistant 


ri = ‘ } 
to assistant engineer. Prior to ad- | 
. - . 
chief engineer and Mr. Harwood | 





—BEARING Diviston— 








STEPHENS - ADAMSON 


ewes MANUFACTURING company 





to use a vise-grip wrench is Carl John- 


8 RIDGEWAY - AURORA. ILLINOIS 
son, Stambaugh-Thompson Co., Youngs- 
town, Ohio | CONVEYING © ELEVATING * SCREENING ® TRANSMISSION EQUIPMENT 
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A large manufacturer of automatic con- 
trol valves had a perplexing problem . 

thoroughly cleaning the fine threads in 
special seal caps . . . an operation very 
important to the success of its product. 
MILWAUKEE engineers, after experi- 
menting with several kinds of wire, de- 


Fil a signed a small power operated brush that 
ACTUAL SIZE 


is doing the job . . . better, quicker, and 
The cut-away reproduction cheaper . . . insuring dependable service- 
clearly indicates the ape- i‘ = rales tastaliatl Y q 
cial cleaning operation. By free control valve installation. our cus- 
slipping the seal cap over tomers have brush problems too . . . that 
the brush, the job ia done . ° 
apeedily and accurately. these engineers can interpret and solve. 
The individual fine wire —_ TATT — 
iets ie Gall lal ay tee Depend on MILWAUKEE ... . to serve 
over. All accumulations you so that you can serve your customers 
are thoroughly removed bette 
from the threada vetter. 


THE MILWAUKEE BRUSH MANUFACTURING COMPANY 
MILWAUKEE, WISCONSIN 


MILWAUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES | 











FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 








ITAYLOR-MADE itive cin 
I There are jobs every- 
where it will handle... 


GET THOSE SALES! 


Lifting, pulling, moving—jobs that 
are met every day in any large 
plant are simplified when Taylor- 
Made Alloy Sling Chain is part of 
the equipment. This chain is chalk- 
ing up new production records for 
users every day. Economy of 
operation and greater safety are 
some of the outstanding charac- 
teristics of Taylor-Made Alloy 
Sling Chain. When you recom- 
mend this chain to your customers 
you cement good business rela- 
tions. Good business relations 
mean substantial returns in Sales. 
This is your opportunity — take 
advantage of it now! 
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Sales is his job—and his hobby. Intro- 

ducing Lester Brickley, energetic sales 

manager of the industrial department of 
the M. D. Larkin Co., Dayton, Ohio 





Cleveland Distributor Holds 
Sales Meeting on Paint 


Over 50 members of Strong, Car- 
lisle & Hammond, Cleveland, Ohio 
attended a sales meeting in the firm’s 
own auditorium January 20, to dis- 
cuss “Bitumastic” paints. 

The meeting, in charge of E. E. 
Stvan, mill supply manager of 
Strong, Carlisle & Hammond, was 
conducted by Julio F. Sorzano, man- 
ager of the industrial sales division 
of Wailes Dove-Hermiston Corp. 

Besides the entire mill supply di- 
vision of Strong, Carlisle & Ham- 
mond, several executives of Wailes 
Dove-Hermiston were present. 


Greenwood Named to 
Executive Position 

American Chain & Cable Co., has 
announced the appointment of R. E. 
Greenwood as district sales manager 
of the Chicago territory of the Amer- 
ican Chain Division. 

Mr. Greenwood succeeds G. B. 
Kutz as assistant to the general man- 
ager of sales. 

R. C. Brenizer has been appointed 
Philadelphia district manager, suc- 
ceeding Mr. Greenwood. 


Fred Pulver Recovering; 
New Catalog Out Soon 


Fred Pulver, president, Pulver 
Machinists Supply Co., Chicago, is 
slowly recovering from a foot ail- 
ment which has confined him to his 
home for several weeks. 

The new Pulver catalogue of 700 
pages, which is due in February, 
will have some unusual features, in- 
cluding the printing of all high 
speed tool lists and numbers in red. 








General Refractories 
Makes New Appointments 
Announcement has been made by 


the General Refractories Co., Phila- 
delphia of three new appointments t h at satis * y your 
within its organization. James P. 

Raugh has been named general sales 
manager. For the past three years he 
served as assistant sales manager and 
previous to that served as district “ALLIGATOR 
sales manager of the Detroit and 
Cleveland offices. He joined the sales 





most exacting customers 





personnel of the Pittsburgh office in The line is complete in sizes, shapes and cuts. 

1929 following his graduation from For twenty-five years CARSON-NEWTON have 

the United States Naval Academy been making files, INDUSTRY have used them, 

and several years in the naval service. they are accepted by the most particular file 
Fred H. Miller has been appointed users on the basis “THERE IS NOTHING 

general works manager, having been BETTER.” 

chief engineer of the organization ' 

since 1924. Mr. Miller was grad- In some sections we can accept distributors. If 

uated from Oregon State College, you want a real profitable quality high grade 

where he also served on the faculty complete line of files write us— 


and attended the University of IIli- 
nois. Prior to joining General Re- CARSON-NEWTON CO. BELLEVILLE, N. J. 
fractories, he had been for nine years 
in the engineering and operating di- 
visions of the Coke Oven departments 
of Youngstown Sheet & Tube Co., 
Colorado Fuel & Iron Co., American 
Coke & Chemical Co., and St. Louis 
Coke & Iron Co. 

A. C. Shape was named acting 
chief engineer to succeed Mr. Miller. 





January Sales Meeting At 
Squier, Schilling & Skiff 


Fifteen men turned out on Jan. 30 a E W { 
for the first 1939 sales meeting of e 


Squier, Schilling and Skiff, Newark, 7 
N. J. After a buffet supper, which | 
was served in the company’s building, 4 a P. 
rr McGonegal (McGonegal Mfg. 
Co.) demonstrated the line of 


“THEMAC” grinders. 2 Ss p t t D 


BLOWER 
and 
SUCTION 
CLEANER 


Clements CADILLAC 


Here's something you can sell! Industry wanted it . . . needed it! 
Here it is for the first time . . . it's the new Clements—Cadillac | H.P. 
(Type) 2 SPEED BLOWER, SUCTION CLEANER, SPRAYER. It saves 
the cost of two blowers because it does the job of two. Delivers 
| H.P. efficiency from only 890 watts and buyers will like that! Get 
in now on this money making opportunity. It's a Clements product 
. .. built and guaranteed the same as the many other Cadillac blowers 
you have sold in the past. 


























Giving the MILL SUPPLIES photogra- | Write today for complete details. 

pher a million-dollar smile is Ben H. 

Williams, manager of the hardware de- CLEMENTS MEG Co. 

partment of Pong ga Co., Blue- 6656 So. Narragansett Ave. CHICAGO, ILL. 
ield, W. Va. 
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Use Dart's repeatable tightness under 
constant use to boost your sales, create 
good will, and build repeat business. 
For you'll find that Dart customers 
most often turn out to be perma- 
nent customers. And for good 
reason: In Dart Unions, two 
bronze seats are ground to spheri- 
cally accurate surfaces. Surfaces 








E. M. DART MANUFACTUR 


Soles Agents: 
The Fairbanks Company, New York 
and all branches. 





that contact over their full width, and 
guarantee permanent, leakproof service 
again and again when installed .. . 
Moreover, Dart's extra heavy 
bodies and nuts of air refined 
malleable iron rule out breakage, 
stretch, and thread distortion... 
Write for Dart's jobber policy 
today. 








ING CO., PROVIDENCE, R. I. 


Canadian Factory 
Dart Union Company, Ltd., 
Toronto, Canada. 














industrial plant today 





The need for “Unshako” 


You can help those firms control it and make a 
profit yourself by selling them 





The Nuts that can't shake loose 


Self-Lock- 





ing Nuts is so widespread throughout 
industry that there’s certain to be a 
ready made market in your present 
list of customers. Exclusive features 
make a hit everywhere .. . self-con- 
tained—sure to hold—can be re-used. 
Write for dealer’s proposition and full 
details. 





Pending 














STANDARD PresseEp STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 
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Jack Wallace, sales manager of Clemson 

Bros., Middletown, N. Y., was caught 

expounding on something or other when 

the MILL SUPPLIES photographer 
popped in 


F. W. Gierspeck, Neal Co., 
Active in Buffalo Club 


Fred Gierspeck, purchasing agent, 
R. C. Neal Co., Buffalo, has been 
named by the Buffalo P.A.’s Ass’n. 
to report on the National Convention 
of P.A.’s at San Francisco. Fred, 
also a camera fan, showed some of 
his own movies at a recent meeting. 
The Buffalo group had a “Salesmen 
and Purchasing Agents Night” on 
January 12. 





C. C. Wolf steps outside to brave the 
cold and get his picture taken. Quoting 
is his business, but he deals in prices and 
such things rather than verse or what 
have you. Mr. Wolf is at the quotation 
desk at E. A. Kinsey Co., Cincinnati 







































-and you can 
sell more IMPERIAL 
tube working tools 


HE rapid increase in the use of tubing .. . 

copper, aluminum, steel, Shelby, Bundy, 
Bundy Weld, Everdur or Monel . . . has brought 
about an insistent demand for better tube 
couplings and better connection practice. 


Imperial has come through on both counts. 
In the wide variety of Imperial fittings you 
can give your customer exactly what is 
needed for the tubing connection job .. . Hi- 
Duty, compression, S.A.E. flare, inverted flare 
and solder fittings. And you can give him ex- 
actly the right kind of tube working tools for 
cutting, flaring, bending, coiling, pinch-off and 
swedging that will turn out a tight job without 
injuring the tubing. 

Are you cashing in on this rapidly growing 
use of tubing? There is a good profit in the 
fittings and a good profit in the tools. A great 
many supply men have built a nice volume 
on these Imperial items. Why not check up 
the possibilities of increasing your sales. 


THE IMPERIAL BRASS MFG. CO. 
511 S. Racine Avenue, Chicago, Ill. 


@ You will be interested in two 
new Imperial booklets ‘Useful In- 
formation on Brass Fittings’ and 
“Don't Struggle with Tubing 
Work.” These booklets 
will bring you up to 
date on the present 
practice in tubing work 
and these booklets will 
also be imprinted for 
you if you decide to go 
after the business more 
intensively in your ter- 
ritory. 








No, they're not down South, the picture 
taken in warmer weather is of Irving W. 
Lemaux, Sr. (right), and Irving W. Le- 
maux, Jr., of the Indianapolis Brush & 
Broom Mfg. Co. Irv, Sr., has been a be- 





loved figure in mill supply circles for many | 


years, and Irv, Jr., is following right in 
Dad's footsteps 


New Telephone Instrument 
Designed by Western Electric 
A new telephone instrument which 
gets its power solely from the speak- 
er’s voice and enables the user to call 


any of five other stations has been | 


announced by Western Electric Co. 

Designed primarily for use on 
shipboard, the new device represents 
the acme of reliability. 
the ship’s electrical system cannot 
affect the new telephone’s operation 
because its electrical voice current is 
generated internally by the impact of 
sound waves on a special diaphragm 


Failure of | 


and hence it is independent of ex- | 


ternal power. 
operated generator provides for sig- 
naling. 

Although the device was designed 
primarily for marine use, its water- 
tight, weather-resistant construction 
adapts it ideally for service in con- 
struction camps, warehouses,  fac- 
tories or other exposed locations. As 
many as six instruments may be con- 
nected to form a network in which 
calls may be made between any two 
telephones or “conferences” held over 
the entire system. 


A self-contained, hand | 


| 
| 
| 













SKYROCKET TO 
INCREASED e], 


44 WITH 






















PANSION 
BOLTS 


AND ALLIED PRODUCTS 


Up—up—up—go the profits of 
jobbers who handle the ARRO 
LINE. These fast selling ex- 
pansion bolts are manufac- 
tured of the finest materials. 
They are cadmium plated to 
resist rust and corrosion... 
precision threaded to insure 
speedy engagement... thus 
last longer and work better. 


Let us help you establish a 
preferred, protected market 
. . - an ARRO market that 
will skyrocket to increased 
profits. Write for catalog and 
prices. 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 


Sold only 
through jobbers 











Write for 
your copies 


IMPERIAL 7csins 
Fittings and Service Toots 


Caught in action! M. H. Brumble (left), 
outside salesman, and H. G. Burton, 
purchasing agent for Queen City Supply, 
Cincinnati, pinch hit at the counter 
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ON ABRASIVE 
SPECIALTIES 


Just because your customers need 
special sizes or shapes of abrasive 
sheets or belts, there’s no need to 
hang up their production for ten 
days or two weeks... 

Here’s one abrasive manufacturer 
ready to roll up his sleeves and give 
you 48-hour action on “specials”— 
as dependable as the 24-hour action 
on regular orders that has made this 
company’s standard line famous. 

More than once, an AP dealer has 
swung over an account by providing 
the kind of service that avoids jams. 
Customer-gratitude is something 
worth having, and service is a good 
way to get it! 

Write for information on the 
AP Franchise, including the free 
trial offer that’s ringing the bell 
for so many distributors. Abrasive 


Products, Inc., So. Braintree, Mass. 


BRASIVE 
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| Association Secretaries 
| Plan Convention Program 


At a meeting held January 24th 
in the Willard Hotel, Washington, 
D. C., first steps toward a program 

|} of meetings during the cruise con 

| vention aboard the Monarch of Ber- 
muda in May were taken. 

| Present at the meeting were Alvin 

| Smith, secretary Southern Supply 

| Ass’n.; Harry Rinehart, secretary Na- 

| tional Ass’n.; R. Kennedy Hanson, 

secretary American Ass’n.; A. J. 
Williams, Chandler Boyd Supply 
Co.; C. F. Connor, B. F. Goodrich, 
chairman of sales promotion com- 
mittee and John Ora, Mitt Svup- 
PLIES. 

The program of meetings tenta- 
tively decided upon are as follows: 

Friday, May 26th, 2:30 P.M.— 
Opening joint session of three asso- 
ciations’ members. Report of joint 
committee on research and_ cost 
study, a skit by the Educational and 
Sales Promotion Committee, a 
memorial to departed members. 

Saturday, May 27th, 10 A.M. and 
2 P.M.—Closed of 
association. 

Tuesday, May 30th, 10 A.M. and 
2 P.M.—Joint Sessions. Report of 
Distributor and Manufacturers Rela- 
tions Committee followed by ques- 
tions and answers session on manu- 
facturers and distributors’ relations. 
In the evening an announcement of 
new officers will be made at the 
banquet. 

At this meeting of the secretaries, 
C. F. Connor discussed the progress 
of the Sales Promotion Committee 
and announced plans for a display on 
shipboard presenting some _ educa- 
tional phases of the committee’s work 
well recommendations which 
can be followed by distributors and 
manufacturers alike for greater eff- 
ciency in their respective sales pro- 
motion activities. 





session each 


as as 


Instrument Sales Co. Moves 


The Instrument Sales Co. is now 
established in new offices at 526 


Northwest Industrial Building, Seat- 
tle. 


E. A. Melnick (left), salesman for Le. 
Valley, Mcleod & Kinkaid Co., Inc., 
Elmira, N. Y. distributor holds a session 
with M. W. Hansen, Wickwire, Spencer 
| Steel Co. 
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FORGED 
STEEL 
FITTINGS 





Power plants, chemical and hydrau- 
lic plants and _ refineries—in fact 
wherever pipe lines carry oil, gas, 
steam, water, ammonia—under high 


pressures and temperatures—that 
briefly is your market for W-S Fit- 
tings. 


W-S Fittings are available in both 
welding and screw end types in a 
wide range of sizes. 


Point out the advantages of W-S 
Fittings—in terms of long life and 
low maintenance, and you’re on the 
road to profitable repeat business. 


Write for Bulletin A-3. 





THE 


WATSON-STILLMAN 
COMPANY 


RO )<) 3 SS ae 




















Of the 40 years that Kester Soldering 


Co., Chicago has been in operation, its 
president Frank C. Engelhart, has been 
associated with the organization for 
thirty years 





Spansion in Metal 
Working Industry Seen 


Although the metal-working in- 
dustry is getting a slow start into 
1939, the amount of pending busi- 
ness indicates considerable expansion 
of operations next month, the Jan- 


uary 25th issue of American Ma- 
chinist reports. 
Machine tool sales which soared 


in December to the year’s high are 
being supported in January by ex- 
port orders, by government buying 
and by bookings from the aircraft 
industry. The steel industry going 
along steadily at a little above 50 per 
cent, looks for tonnage from rail- 
roads, the construction field and the 
automotive industry to sustain op- 
erations above the present rate dur- 
ing the Spring. 

The aircraft industry will take on 
fresh impetus shortly as Congres- 
sional appropriations open the way 
for a start on the expanded national 
defense program. 


Overload Factors for 
Multiple V-Belts 


Type of Overload 

Equipment Factor 
Crushing machinery ...... 1.5 
Reciprocating pumps ..... 1.35 


Paper-making machines ... 1.50 


Oil-field machinery ....... 1.50 
Brick-making machinery .. 1.50 
Textile machines ......... 1.25 
Air and ammonia compress- 

Oe vives sa sonesns ae eas 1.25 
Centrifugal fans and blow- 

cheats aoe ares 1.30 
Centrifugal pumps ....... 1.30 
Metal-working machines .. 1.30 
Wood-working machines ... 1.30 


from Power 





| 


| 
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TYPE Fl/, 
JUNIOR HOIST 
ALL-STEEL 
CONSTRUCTION 


ANEW SMALL HOIST 


by R&M 


Here is a hoist of steel, built to give 
your customer the kind of service 
that saves him money—and gets you 
the repeat order. 


The repeat order—that’s what you 
have your eye on. But sell a man 
unreliable hoisting machinery, and 
it’s “no soap” when you go back for 
another piece of business. 

Show him the bed-rock quality 
and years of engineering 
how” that come with every R & M 
hoist. Then, when you land him, 
you've got a customer! 


“know 


You get the Inquiry—We'll Help 
You Close It . Sold Through 
Mill Supply Houses Everywhere 


ROBBINS & MYERS, ING. 


HOIST AND CRANE DIVISION 


SPRINGFIELD OHIO 








A “Prius” Vatue that will 
help you INCREASE SALES 


When you sell VICTOR Blades packed in the 
new metal boxes with hinged lids you can 
offer EXTRA value to customers without 
EXTRA cost. 

Here are a few of the many “plus” values 
of packing VICTOR "Moly" and Tungsten 
Blades in metal boxes. 

Better Protection for Blades—no more 
lost or damaged blades due to broken-end 
cardboard containers. 

Convenient to Use—double hinge, double 
grip-lock lids give easy access to iis. 

Occupy Less Shelf Space—metal boxes 
require 20% less space on stock shelves or in 
drawers than cardboard containers. 

Instructions Always Handy—suggestions 
for proper use and correct selection of Victor 


VICTOR SAW 





Blades plainly printed on inside and bottom 
of boxes. 

Lithographed in attractive colors, these 
modern copyrighted metal boxes make an im- 
pressive display. When empty are useful to 
customers for odds and ends. 

Customers everywhere recognize the many ad- 
vantages of packing VICTOR Blades in metal 
boxes and welcome this added value to the 
famous VICTOR "Moly" and Tungsten Blades. 


PACKED IN MODERN METAL BOXES 








TUNGSTEN 
& 
MOLY 


Middletown, N. Y. 
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ee 2 
COLD FINISHED \‘ 


BARS . . . Bessemer and 
Open Hearth 
grades in both 
LEADED STEELS 

and plain CARBON STEELS 


BLISS & LAUGHLIN, INC, 


HARVEY.ILL. Sales Offices in all Principal Cities BUFFALO. N.Y. 


for Every Purpose 


Free-machining steels that pro- 
duce quality parts are always 
fast moving items on dealers’ 
racks because they insure maxi- 
mum machine efficiency on cus- 
tomers’ automatics. 


B & L Cold Finished Bar Steels 
come in a full range of standard 
SAE grades—a dependable line 
of Screw Stock for universal ap- 
plication — supplied in Rounds, 
Hexagons and Squares. 


Immediately available 
in Distributors’ Ware- 
house Stocks from 
Coast to Coast. 








YOU'LL SAVE 






you stu. Mational 


TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 








NATIONAL TWIST DRILL ano TOOL CO. 

















DETROIT U. S. A. 
Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: * NewYork «+ Chicago °* Philadelphia e Cleveland 
Distributors in Principal Cities 
88 
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How They Do It 
In Other Houses 








The H. D. Edwards Co., De- 
troit, believes it is easier to train 
a salesman to the intricacies of 
mechanical goods than to train a 
good mechanic to sell. While the 
firm prefers men with a mechani- 
cal background on the sales staff, 
it is open-minded about any clean- 
cut aggressive salesman. We un- 
derstand that one successful mem- 
ber of its sales staff was formerly 
an insurance salesman. 

Weeks Hardware Co., Scranton, 
Pa., is doing a job in selling dis- 
tributor service. Hotels, for exam- 
ple, have scores of guests who stay 
there for the one reason that they 
are in town to sell the local dis- 
tributor. A distributor may buy 
nothing from a local factory, yet 
may be a most important customer 
of the local factory’s best customer. 
Such facts, diplomatically brought 
to light have an important bear- 
ing on purchasing policies of cus- 
tomers. 

If five dozen of a certain item 
has been sold during the past six 
months, and it takes ten days to 
get delivery, how many should be 
ordered for a two month’s supply ? 
R. C. Johnson, sales manager of 
the mill supply department, Stam- 
baugh Thompson Co., Youngs- 
town, Ohio, has made a slide rule 
for instantly computing these facts. 

C. S. Seaman, sales manager of 
the Bittenbender Company, Scran- 
ton, is a strong community booster 
and is working with the others to 
diversify local business interests so 
the city will not be a victim of 
King Coal’s periods of depression. 
He views industries brought from 
the outside with some skepticism, 
for if Scranton can induce a busi- 
ness to move, another city may 
later on do the same. Businesses 
organized by local men are most 
likely to remain. 

Harry Casper, of the Standard 
Machinist’s Supply Co., Pitts- 
burgh, believes that the ability of 
most of his salesmen to actually 
operate machine tools is a big help 
in their sales. “Now George, come 
over to a lathe and I'll show you 
what this attachment can do,” is 
usually incorporated in the sales 


talk. 
































Your Order —As the 
Manufacturer Sees It 











BY CHARLES MACKETT AND H. C. 
PATTERSON, 
Assistant Sales Managers 
Hewitt Rubber Corp., Buffalo, 
N.Y. 


About 85 per cent of our orders 
reach us in splendid shape. They 
are complete, accurate, intelligent 
and legible. The balance cause some 
difficulty for us, for the individual 
distributor who sent us the order, 
and for the ultimate customer. 

We are pleased to receive orders 
—hig or little, legibly written or 
badly put together. But a few 
friendly suggestions may enable 
other distributors as well as our 
own, to provide a superior order 
service and in so doing to reap 
more business because of the re- 
sultant improvement in service. 

There may be several reasons 
why the order you may have sent 
a manufacturer is delayed. The 
information may be incomplete. 
The order may contain contradic- 
tory instructions. Or it may be 
illegible, or be for something that 
cannot be filled. 

Time is consumed in obtaining 
information that might well have 
been contained in the original or- 
der. This time and effort put forth 
to obtain the correct information is 
costly no matter from what angle 
you view the situation. It makes 
the distributor’s and our cost of 
doing business just so much more. 
Not a tremendously big item, of 
course, in dollars and cents, but all 
unnecessary costs are perilous and 
should be eliminated. 

How many times have we gone 
into a huddle in an attempt to de- 
cipher some illegible order. Order 
data that is hard or impossible to 
read slows up everything while 
time is wasted, costs mount, and 
an ultimate customer stores up 
steam for the more than likely 
pay-off—a cancelled order. 

We earnestly counsel a distrib- 
utor to serve himself better by not 
asking his manufacturer when one 
of his customers is in a great rush, 
to ship material that reference to 
the stock list would reveal is not 
in stock. If haste is imperative and 
the order hangs in the balance, the 




















CAPITAL “RED CAP” 


BRUSHES AND BROOMS 


ARE 
MONEY MAKERS . . 


If it’s an industrial brush or broom need, CAPITAL 
“RED CAP” gives you the answer—prospects are all 
about you—more than that, you can make permanent 
customers by selling them the first time—from then 
on CAPITAL “RED CAP” works for you by doing 
the right kind of job. Many distributors are selling 
CAPITAL “RED CAP” brushes and brooms and get- 
ting the bulk of the business in their territory—and, 
that kind of situation means real profits anywhere. 


| N D IANAP 0 L | § BRUSH & BROOM MANUFACTURING CO. 


Corner Brush and Broom Sts. 

















TELL THEM THIS FACT: 


DOWN 


goes your wrench 
expense with the 


rugged guaranteed Ribatb 


@RIGQID gives you Facts that get 


orders. 


famous all-alloy pipe wrench—and that means 
practically no wrench upkeep expense at all. 
Adjusting nut won't bind, always spins easily 
in all sizes, 6” to 60”. Sure action jaws of 
chrome molybdenum, handy pipe scale on 
full-floating hook jaw, heel jaw replaceable. 
Powerful comfort-grip I-beam handle—a safe 
efficient wrench in any use or emergency, as 
millions of users in many industries can tell you. 
Made also in End Pattern for pipes against flat 
Sell the real wrench satisfaction and econ- 
omy of the IMAI —result: more sales, more profit. 
Write for full particulars. 


surfaces. 


THE RIDGE TOOL CO., 


[Eel PIPE TOOLS 
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No housing repairs with this 


ELYRIA, O. 








“PALMETTO” 


The Packing for Present-Day Conditions 
REVISED EDITION 


A B C CHART 


of Packing Recommendations 
Just Off the Press. 


SEND FOR YOUR FREE COPY TODAY 


INVALUABLE FOR RECOMMENDING THE PROPER PACK- 
ING TO MEET YOUR CUSTOMERS’ ORDINARY AS WELL 
AS UNUSUAL PACKING PROBLEMS. TEAR OFF AND MAIL. 





GREENE, TWEED & CO. 
109 DUANE ST., NEW YORK, N. Y. 


PLEASE SEND ME FREE OF CHAR “A HAR 
RECOMMENDATIONS.” ” en a 





























afetsy Belt Hooks and Lacers 
Give You More Profit! 










‘4 Let us explain, 
quote you and 
outline our sales 

5 co-operation. 

8 See Those Jaws 

SAFETY Not fiat, but RIBBED 
Portable Lacer Each Rib Contacts 
A HOOK ONLY 
The Best 
Belt-Lacing 
System 
with the Hooks are easily 
Largest sunk below the 
Profit surface of belt 
Full 6” Capaci 
For You! oe These two features 
appeal fo 
Stronger pa nd 
Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 
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salesman should suggest to the cus- 
tomer a substitution that he well 
knows IS in stock. 

Of course, the need for substitu- 
tion is rare. We maintain large 
stocks of all the long list of prod- 
ucts that we manufacture. Oc- 
casionally, one item may be ex- 
hausted. This fact is immediately 
indicated on the stock list which 
is why the distributor and his 
salesmen should never fail to con- 
sult the list. 

Check your orders. Avoid 
crowding of items, double space 
whenever possible. And please 
don’t say “RUSH!” unless you 
really mean it. Try and be more 
definite. Give the exact date when 
the order is promised the cus- 
tomer. The manufacturer thor- 
oughly understands that any or- 
der you send in you want just as 
quickly as possible and so every 
order is “rushed”, consistent with 
good service, and delivered when 
wanted. Another point—we sug- 
gest that distributors use trade 
names and specifications whenever 
possible when sending in an order. 
This is important for such infor- 
mation helps a manufacturer to 
make all possible haste in taking 
care of a distributor’s requirements. 

This is no whitewash of the 
manufacturer’s own mistakes, his 
own lapses from duty as is the case, 
occasionally, in the best of regu- 
lated industries. But we are talk- 
ing about improperly written or- 
ders and of course all of this is 
quite in the domain of the distrib- 
utor. 

One of any manufacturer’s ma- 
jor jobs is to see your orders 
through, to eliminate delay, and get 
products to you with all possible 
dispatch. In our own plant we have 
a large corps of bright young men 
who know what it is all about, and 
between us all we endeavor to 
work 100 per cent with each and 
every customer. Most orders re- 
ceived by us are free from error; 
the information is complete and 
the instructions are clear. But mis- 
takes do pop up with fair regu- 
larity. Orders are received with 
essential information lacking and 
this means one thing—delay, pos- 
sibly lost business! 

Today, service and delivery 
speed are highly important factors 
in the sales of industrial products 
and a great deal of business goes to 
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Simplex introduced the major im- 
provements in Screw Jacks—Simplex 
now introduces the Malleable Iron 
Base. Now you get greater protection 
than ever against breakage from 
rough handling; greater safety: re- 
duced weight: at no extra cost! 





Other exclusive features include: self- 
leveling drop forged cap with 9° float: 
safety peep-hole in base to prevent 
turning screw out too far; faster 
raising and lowering with 88%, less 
friction because of the centralized 
ball bearing. 


Write for bulletin on Simplex Mal- 
leable Iron Base Screw Jacks or cata- 
log covering the most complete line 
of the sturdiest, most efficient screw, 
lever and special Jacks made. 





This ad app in leading trade papers 
read by over 250,000 jack buyers—this is 
your cue! 


TEMPLETON, KENLY & CO. 
CHICAGO ® 


SIMPLEX 








those distributors who get the 
goods to their customers on time. 
Inspect carefully each order before 
you send it to the manufacturer. 
Have it complete, intelligent, legi- 
ble. Then you can guarantee your 
customer 100% service! 








Direct Mail Advertising 


(Continued from page 21) 








to turn our entire customer and 
prospect list over to them. It was 
a radical step which we would hes- 
itate to take were it not for two 
things: The manufacturer’s clear- 
cut distributor policy which has 
stood up through our years of asso- 
ciation, and his consistent publi- 
cation advertising program to sell 
the distributor’s economic function 
to industry. 

The first issue of the monthly 
mailing piece which was evolved 
is illustrated herewith and the pur- 
pose of each component part is 
explained in the captions. The 
real punch I believe, is swung by 
that smiling face on the back page 
—“The Valve Inquirer.” Each 
month he asks a question that is a 
real stopper for industrial buyers. 
Then he proceeds to answer it 
logically, completely—so that no 
doubt remains as to the warehous- 
ing, shipping, accounting and guar- 
antee benefits that accrue from 
making full use of a distributor’s 
services. 

Though principally designed as 
a help and convenience to the valve 
buyer, these folders have found an 
extra value as a sales-aid to our 
salesmen. Copies are supplied to 
each salesman and a complete file 
of these will eventually equip him 
with virtually a loose leaf text book 
on valve types. 

I have spoken to several other 
men who have worked out the same 
plan with the same manufacturer 
for their own customers. They all 
report that this program is a real 
contribution to their selling work. 

With the “Valves” bulletin, we 
are successfully pushing one line 
in our sales attack. But war must 
be waged on many fronts. Our job 
now—and I mean all of us—is to 
get more of this type of material 
into the firing line. One big gun 
never won a war. 
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BOLTS 
paw 


Exceptionally fine finish. All 
threads cleanly and accurately 
cut—guage inspected. No 
burrs or rough edges. A stand- 
ard type and size for every 
need. Specials. 




















oF BF 


Thumb, square, and hexagon; 
hot pressed and cold punch- 
ed, semi-finished; castallated; 
brass, bronze, and case hard- 
ened. Specials. 


pec GOMES) 


Made in cap, coach, lag, collar, 
set, and special types. Large 
stocks, modernly packaged, 
complete facilities, and a close- 
knit organization assure you 
full satisfaction. 








Write for 
Catalog 


CLARK Brosout (b 


MILLDALE, CONN. 





































Since 1854 












THEIR NATIONAL ACCEPTANCE 
MEANS EASIER SALES FOR YOU 





DESMOND 


DRESSERS 
and CUTTERS 





Most industrial plants know and 
use Desmond Dressers and Cut- 


wheel truing tools. 


Write for catalog and prices and 


secure your share of this profitable 
business 


ters, the only complete line of 





SIMPLEX 


Steel Slide 
VISES 2 





The exclusive solid steel slide 
makes these vises stronger and 
more serviceable than iron slide 
vises. 


Write for catalog and prices and 
furnish your customers with these 
better vises at no extra cost. 





THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 























92 


CLOVER 


Quality and Service Since 1907 


ABRASIVE-COATED 
PAPERS AND CLOTHS 


GRINDING AND LAPPING 
COMPOUNDS 


CLOVER MFG. CO., Norwalk, Conn. 
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Welding Rates Department 
(Continued from page 20) 








and will, if he cannot provide the 
desired answer from his own ex- 
tensive experience, contact one or 
more of our sources of supply to 
find an answer to the problem. 

We have incorporated in our 
welding department products of: 

1. Westinghouse Electric & 
Mfg. Co.—‘Flexarc” welders. 

2. Una Welding, Inc.—welding 
electrodes for all purposes. 

3. Smith’s Welding Equipment 
Corp.—Complete line of oxy- 
acetylene welding and _ cutting 
equipment. 

4. Stulz-Sickles Inc. — 11-14% 
nickel-manganese “Manganal” rod, 
and hard-surfacing “Seaco” rod. 

5. C. H. Dockson Co.—protect- 
tive equipment for the eyes. 

6. Atlantic Steel Co.—rods for 
gas welding. 

To further our sales of these 
products, we have supplemented 
the plant visits of our representa- 
tives with an extensive window 
display, showing all items carried 
in stock. To broaden our service, 
we have also incorporated a com- 
plete repair department, capable of 
repairing equipment of any manu- 
facturer. The repair section is 
also controlled by factory-trained 
men who do a careful, complete 
job in the shortest possible time. 

All these factors combine to 
make our welding business an im- 
portant part of our work, a part 
which we expect to increase stead- 
ily with the continual improvement 
in, and the increasing knowledge 
of, the welding art. 








Guess What 


(Answers to Questions on page 32) 














. The yoke. 

. The top plate. 

. Nobody knows—but one com- 
pany has developed over 7,000 
designs in the last 40 years. 

4. No. They may have one, two, 
three, or even more, depending 
upon the service. 

. Sleeve, ball, roller, and so-called 
“needle”, an ultra-small-diameter 
roller. 

6. The same types, varying with 

cost, service, etc. 

7. Wood or cast iron. 


why — 


on 
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13. 


14. 


16. 
i. 


18. 


23. 


. On common casters, but not to 


any extent on industrial casters— 
service is too heavy. 


. Semi-steel cast, pressed-steel, and 


aluminum alloy. 


. Soft rubber, hard rubber and 


rubber-fibre are common mate- 
rials. 


. On cement floors, where sparking 


would cause trouble (powder 
mills, dry-cleaning establishments, 
chemical plants, etc.) 


. Aluminum alloy, because it re- 


sists corrosion, particularly acid 
corrosion. 

Rubber or rubber compounds, 
particularly the softer ones. 
Rubber and rubber compounds 
again, because the tread envelops 
the unevenness, just as an auto- 
mobile tire does. 


. The rubber and rubber com- 


pounds again. 

Hard rubber is recommended. 
Hard rubber again. 

Most types can replace wheels, 
but many rubber-treaded types 
even replace treads. 


. An all-rubber molded wheel 


answers this one. 


. Textolite (heavy canvas duck 


impregnated with phenolic resin). 


. The crowned caster gives easier 


swiveling, particularly on rugs; 
the flat treads spread the load 
Over a greater area. 


. The offset—amount by which the 


center line of the wheel axle is 
offset from the center line of the 
stem. 

As great as strength permits, 
consistent with wheel size, load- 
ing and readiness of swiveling 
required. 


. As big as possible, consistent 


with design. The larger the 
wheel, the easier it rolls over un- 
even surfaces. 


. Use double or triple wheels and 


wider yokes. 


How He Trimmed It 


Sam Supplier Comes Through Again 


—from page 32 





Where Accuracy and Performance Count 


W SAZ VALLEY Grinders 


@ Distributors everywhere 
have found Valley Bench 
Grinders sell easily and 
bring in the profits. The 
performance record of Val- 
ley Grinders leads the way 
to sales. 


Valley Grinders are driven 
by famous Valley Ball 
Bearing Motors. Details in- 
clude over-size ball bear- 
ings — heavy shafts — wide 
wheels — adjustable tool rests. Every 
unit is built to Valley Electric Corpo- 
ration’s single high standard of qual- 
ity and protected by the Valley 
Guarantee. 


The Valley reputation for quality 
tools, the record of accuracy and per- 
formance of these 
grinders, has built 





an acceptance of Valley products 
throughout the world. Sizes of Val- 
ley Grinders range from % h.p. 
Bench to 5 h. p. Pedestal model. 


Write for prices and data on special 
profit making franchise for distribu- 
tors. 





Valley Electric Corp. 





4221 FOREST PARK BLVD. ¢ ST. LOUIS, MO. 
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ALL LINES OF INDUSTRY ARE BUYING 





BRA 


SELF-LOCKING HOLLOW SET SCREW 
with the knurled point 


CAN’T VIBRATE LOOSE 





PREVENTS BREAKDOWNS 





AVERTS ACCIDENTS 





i 





There’s a wide open market for these new 
self-locking set screws ... the set screws 
that can be depended upon to perform 
their assigned jobs. 


Once turned into place, they’re held fast 
by the 
points. 
or jarring can’t dislodge them. Yet, they 
can be removed with a wrench for making 
adjustments and the same screws used 
again and again. 


ingenious knurling around the 
All the vibration, all the shaking 


If you are not already selling “Unbrako” 
Self-Locking Set Screws, write today for 
full details. 


STANDARD PRESSED STEEL Co. 


Tots BRANCHES JENKINTOWN, PENNA. | SRANCHES 
BOSTON CHICAGO 
DETROIT ST. Louis 
Pat. app. for INDIANAPOLIS BOX 519 SAN FRANCISCO 
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Neil C. Hurley, Jr. 


Vice President 
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TOOL CO. USES... 


TO HELP DISTRIBUTORS 


Factory Leads in Producing In- 
quiries for New Electric Drill 


FACTORY produced over twice as many in- 
quiries as any other industrial publication when 
used by the Independent Pneumatic Tool Com- 
pany to announce its new !/,” electric drill, U44. 
As Mr. Neil C. Hurley, Jr., Vice President of the 
Independent Pneumatic Tool Company writes, 
"It is small wonder, therefore, that we feel that 
we are helping our distributors most when we 


advertise in FACTORY." 


FACTORY appeals to plant operating officials who are 
in charge of management, production, and maintenance. 







Editorial emphasis is placed on such management subjects 


as employee relations, wage incentives, waste elimination, 


safety, foreman training. 


Among the production subjects are production control, 
cost control, time and motion study, plant layout, ma- 
terials handling, power transmission, electrical application, 
air-conditioning, welding. 


In the maintenance field typical subjects are organization 
and management of maintenance, building upkeep and 


repair. 


















FACTU 


MANAGEMENT and MAINTENANCE: 





hy 
* Plant Operating. Officials 
are the men Industrial dis- 
tribufors have to sell... 
and Factory has more sub- 
_ scribers among Plant Op- 
erating Officials through- 


A McGRAW-HILL 





out the manufacturing in- 
PUBLICATION dustries than has any other 
330 W. 42nd Street 





business paper. 





New York, N. Y. 





PRODUCT 


Screw Jack 


Ball Bearing Pillow Blocks 
Jet Pump 


Wood Bolts 

Lift Plug Valve 

Cylinder Handling Truck 
Are Welder 

Abrasive Cutting Machine 
Metal Spray Gun 

Electric Drill 


Tension Indicator 


Electric Sander 

Off-Set Clamp 

Two-Type Wrench 

Belt Sander 

Insulation Tester 
Transparent Face Shields 
Small Grinder 

Portable Hand Lamp 
Fire Pot Flame Control 
Gear and Wheel Puller 
Carbide Emergency Lamp 
Portable Electric Blower 
Bench Drill Stand 
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MAIN FEATURE 


Floating cap centers the load 


One piece castings with hydraulic fit- 
tings 


Pump’s only moving part above ground 


Make a smooth weather-tight surface 
For working pressures up to 1500 lbs. 
Large wheels and roller bearings 
Instantaneous arc ignition in all ranges 
Micrometer stop bar and safety guards 
For use with all lead-tin alloys 

Has an optional speed of 5200 r.p.m. 


Prevents distortion in bolt tightening 


Embodies gear-shift drive principle 
Grips evenly on entire circumference 
Available in thirteen different sizes 
Valuable time saver in removing paint 
Indicates short, ground or broken wire 
Provides wide, unrestricted vision 
Provides accuracy to a tenth 

Casts a light one-half mile 

Control results in double saving 

Pulls any type or size of gear and wheel 
Special valve prevents flooding 

Air velocity of 26,000 lineal ft. 


Convertible into a practical drill press 





MANUFACTURER 


Templeton, Kenly & Co. 
Stephens-Adamson Mfg. Co. 


Westco Pump Div., 
Westco Ince. 


Micro- 


Lamson & Sessions Co. 
Homestead Valve Mfg. Co. 
Lewis-Shepard Sales Corp. 
Glenn-Roberts Co. 
American Chain & Cable Co. 
Turner Brass Works 

Black & Decker Mfg. Co. 


Automotive Maintenance Ma- 
chinery Co. 


Chicago Pneumatic Tool Co. 
Dixon Valve & Coupling Co. 
Bonney Forge & Tool Works 
Syracuse Guild Tool Co. 
Ideal Commutator Dresser Co. 
C. H. Dockson Co. 

Dumore Co. 

U-C-Lite Mfg. Co. 

Clayton & Lambert Mfg. Co. 
Edelblute Mfg. Co. 

Hunter Mfg. Co. 

Clements Mfg. Co. 

Signal Electric Co. 





NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Screw Jacks 


Malleable iron base built for 
heavy-duty service 


Bases of malleable iron, which the 
maker states are tougher and less 


subject to breakage due to dropping 
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or rough handling, are featured in a 
facturer also claims that friction is 


floating cap which rests on a chrome- 
molybdenum steel ball. This cap 
has a 9-deg. float which completely 
centers the load. Principal sizes of 
the screw jack line are now fur- 
nished with malleable bases. — 
Templeton, Kenly & Co., Chicago.— 
Mitt Supp.ies, February 10, 1939. 


Ball Bearing Pillow Blocks 


Permanently sealed, pre-lubricated 
and self-aligning 


Outstanding feature of the line 


MILL SUPPLIES @ FEBRUARY 10, 1939 


seal principle of the bearing, a posi- 
new line of screw jacks. The manu- tive, 


centrifugal sealing principle 


consisting of two inner and two 
reduced 88 per cent because of the outer 


steel seals. Should bearing 


be removed from shaft, the perma- 
nent seal feature prevents ingress of 
of ball bearing pillow blocks re- dirt. 
cently announced, is the permanent- ing 


It is self-aligning, the bear- 


being self-contained, assuring 























maximum efficiency and load ca- 
pacity; pillow blocks are rigid one- 
piece castings and are fitted with 
alemite hydraulic fittings for lubri- 
cation. — Stephens-Adamson Mfg. 
Co., Aurora, Ill—Mitt Supp ies, 
February 10, 1939. 


Jet Pump 


Direct motor-to-pump hook-up 





Incorporating many _ established 
improvements a new pump meets the 
demand for deep-well equipment that 
can be economically installed and 
operated. It provides a selection of 4 
to 1 hp. units, with wide-range 
capacities. A feature is its simplicity 
of construction, which places impeller 
(pump’s only moving part) above 
ground where it can be easily in- 
spected. Every impeller is precision- 
machined from a single bronze cast- 
ing, and is driven by vertically 
mounted capacitor-type motor. Free- 
dom from complicated sucker rods 
or drive shafts makes it unnecessary 
to place pump directly over well. 
Other features are: scientifically 
shaped jet assembly, oversize stuffing 
box, and heavy-duty, brass-screened 
strainer—Westco Pump Div., Mi- 
cro-Westco, Inc., Battendorf, Iowa. 
—Mitv Suppties, February 10, 1939. 


Wood Bolts 


Provides weather-tight assembly 
for wood structures 


Engineered to meet the severe 
conditions affecting wood structures 
exposed to weather, a new line of 
wood bolts is announced by the 
maker. Originally developed as a 
highly specialized bolt for railroad 
use in wooden parts of gondolas and 
box cars, the bolt can be used for 
loading platforms, wood tanks, 
floors, outdoor furniture and equip- 
ment. Tapered splined shanks make 











Some Finish! 


It’s the New 
Lustrous Black 


featured by HOLO-KROME 


A smart looking Finish—outstanding Quality, 
inside and out—that’s Holo-Krome FIBRO 
FORGED Socket Screws. 


Today, the finished appearance of even a Socket 
Screw must be in keeping with the modern 
trend of designing—it must add to the complete 
attractiveness of the Machine or Part on which 
it is used. 


Holo-Krome gives this modern ap- 


il a pearance—gives you this necessary 
Sales Feature plus the fact Holo- 
Krome FIBRO FORGED Screws are 


Completely Cold Forged 








Nor DRILLED — MACHINED NOR €XTRUDED 
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MARVEL 


Fi ) SAWS «= BLADES 


a tauter blade 
Wy 


means a 
straighter cut! 3 


On any hack sawing machine, a 
tauter blade means a straighter cut... a High Speed 
Steel cutting edge means faster cutting .. . and an 
unbreakable blade guarantees uninterrupted production 
and a full cutting life. 


MARVEL High-Speed-Edge Hack Saw Blades offer all of 
these factors—permit cutting speeds, feed pressures, and 
blade tensions, limited only by the sawing machines’ capa- 
bilities. These are the blades that build sales. Cut faster, 

cut straighter, and last longer—that are both I integrally 
strictly high speed and positively unbreakable. Welded 


Z Tough Alloy 
Steel Back 


by Genuine 18% 

Write For Circular — 
Speed Steel 

“Teeth” 

ARMSTRONG-BLUM MFG. CO. 

“The Hack Saw People” 
5753 Bloomingdale Ave. Chicago, U.S.A. 
Eastern Sales Office: 199 Lafayette St., New York. 














MANUFACTURERS MAKE YOUR SELLING 


Easier 


by telling the 
merits of their 
products to your 
best prospects in 


FACTORY. 


FACTORY has more plant 
Operating official subscribers 
than any other business paper. 
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these bolts fit the bored hole and the 
double rib underneath the head com- 
presses the wood fibres making a 
double seal against moisture. Drawn 
down flush without counterboring, 
the bolts make a smooth, weather- 
tight surface, presenting neither 
protruding bolt heads nor providing 
a lodging place for dirt which at- 
tracts moisture and starts rotting — 
Lamson & Sessions Co., Cleveland, 
Ohio—Mi.t Suppties, February 10, 
1939. 


Lift-Plug Valve 


Simple operation by means of 
screw-lever 


A three-way lift-plug valve made 
for working pressures up to and in- 
cluding 1500 lbs. and for tempera- 
tures to 750 deg. F., has just been 
placed on the market. The valves 
are cast in a variety of metals such 
as monel metal, stainless steel, acid- 
resisting bronze, special alloys, and 
other metals. A feature of the valve 
is its simple operation. To open, a 
counter-clockwise movement of the 
screw-lever raises the plug a few 
thousandths of an inch—just enough 
to overcome friction. Then the plug 
turns freely to the open position, 
where it is firmly seated to form a 
drop-tight seal by a clockwise mo- 
tion of the screw-lever. The valve 
is mechanically and positively sealed 
in both the open and closed posi- 
tions without the use of lubricants. 
—Homestead Valve Mfg. Co., Cora- 
opolis, Pa—Muitt Suppties, Feb- 
ruary 10, 1939. 


Cylinder Handling Truck 


Easier handling of tanks on storage 
line 


The handling of heavy cylinders of 
anhydrous ammonia, chlorine and 












other liquids is made easier with a 
truck recently marketed. By means 
of a special frame and clamp device 
the operator may select tank from 
storage line without disturbing other 
tanks. With a push of a lever the 
tank is safely clamped to truck frame. 
Truck frame is then pulled back to 
carrying position. Rocker on frame 
makes “breaking-over” easy. Large 
wheels and roller bearings enable 
truck to roll easily over rough floors. 
—Lewis-Shepard Sales Corp., Wa- 
tertown, Mass—Muitu  SvupPties, 
February 10, 1939. 









Arc Welder 


Close-coupled transformer design 
reduces inductive losses 

















Instantaneous arc ignition in all 
heat ranges is possible in the arc 
welder recently announced. Maxi- 
mum efficiency due to its close- 
coupled transformer design with its 
die stamped continuous core plates 
reduces inductive losses and makes 
for more actual usable welding cur- 
rent at the tongs for the same kilo- 
watt power input than that provided 











by motor generator or ordinary 
transformer type welders. Heat 
changing is simple and fast. <A 


hand-wheel at the top is the sole 
control. Safety for the operator is 
assured; welding circuit voltages 
never exceed 70 volts, high-voltage 
primary circuits are completely sepa- 
rated from welding circuits and core, 
core frame and unit case are 
permanently grounded to prevent 
dangerous break-overs from reach- 
ing operator.—Glenn-Roberts Co. 
Inc., Oakland, Cal—MI.u Supp.ies, 
February 10, 1939. 


















Abrasive Cutting Machine 


Coolant system provides fine 
cutting 


Designed to accurately and 
smoothly cut tubing up to and in- 
cluding 34 in. or solids up to and 
including 2 in., is the machine re- 



















th 
Rawhide HAMME.”S 


Chicago Rawhide Hammers have well balanced one-piece 
malleable iron heads and replaceable inserted faces 
securely seated and backed-up which cannot loosen even 
under the severest service. These tough durable rawhide 

faces have a resiliency that absorbs shock and prevents marring, battering and 
breaking . . . A non-bouncing resiliency with a satisfying “carry through" that gets 
work done. Tool users prefér Chicago Rawhide Hammers because they cannot 
splinter or split, crumble or “smear”. They are accurate, safe striking tools made 
in * sizes and weights. Also Mallets with all rawhide heads in twelve sizes and 
weights. 


There is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 
Mallets for assembly and production operations, maintenance work, die work, etc. Remember 








each Chicago Rawhide Hammer or Mallet you sell makes another satisfied repeat customer. 


CHICAGO RAWHUE MEG.CO. 





1290 ELSTON AVE- CHICAGO -U-5-A:- 








FILL YOUR ORDERS FOR V-TYPE PULLEYS 


FROM THE MAUREY LINE 


The extra quality and fine work- 
manship found in Maurey V-Pul- 
leys are the reasons so many users 
prefer them to all other kinds, 
and they cost no more. Fill your 
pulley orders from the Maurey 
Line and they stay sold. 

















@ STRENGTH 

@ PERFORMANCE 
@ APPEARANCE 
@ COMPLETENESS 


We are the world’s largest manu- 
facturers of single groove steel 





V-pulleys. There are no die cast J 

hubs used on Maurey Pulleys — M ; 

only cold rolled steel or malleable Veriabl Pitch 
iron. Attractively finished in silver yh “4 Pull 
aluminum lacquer. There are ter:i- iameter Pulley 





tories still open for alert distribu- 
tors who want a profitable line of 
pulleys to sell—MAUREY STEEL 
V-PULLEYS! 














MAUREY MANUFACTURING CORP. 


2907-15 S$. WABASH AVE. CHICAGO, ILL. 
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RUST-OLEUM 


IN USE 20 
YEARS IN 
INDUSTRIAL 
WORLD... 


A special processed paint that rust- 
proofs, waterproofs, and decorates 
in one application. Reduces paint 
cost 40%. 


MAKE MONEY 
BY JOINING 
THIS LIST OF 
DISTINGUISHED 
DISTRIBUTORS 


*Rigd Economy, Man? 


Grinnell Co., Inc., *, Louis; Atlanta 

A. Baldwin & Co., Ltd., New Orleans 

McGowin-Lyons Hdwe Co., Mobile 

Pidgeon-Thomas fron Co., Memphis 
Mill & Mine Supply Co., 

Los Angeles; San Francisco; Fresno 
Beveridge Supply Co., Ltd., Montreal 
Shad bot & & Boyd Co., Milwaukee 
Goodyear Rubber & Asbestos Co., Port- 


and, Ore. 
National mitt . Suvgly Ce. Go, a Wayne 
Crerar, Ad 
Louisville Mill Supply = sCoutevitte 
industrial Supply Co., Terre H 
Buford Bros., inc., Nashville, A 
Noland Co., Inc., Chattanooga: Washing- 
ton, D. C.; Roanok 
Standard Glass & Paint Co., Des Moines; 
Cedar Rapids; Waterloo; ‘Ft. Dodge 
Taylor-Parker Co., ik, Va. 
C. D. Franke & Go., Charleston, S. C. 
The Glidden Co., i, Fla. 
a ee 


Seattle 
Paul 


industrial Supply 

Western Chemical Co., Phoenix, Ariz. 

Stedall & Co., Ltd., London, pageeand 

Lawrie Bros., Ltd., Glasgow, 

._F. Hargrave, Ltd., Weittcetons = 
Zealand and others. 





Any distributor would be proud to 
join the above list of distributors of 
RUST-OLEUM. Don't delay — get 
with this profitable line—this miracle 
paint of many uses. It can be sprayed 
—dipped—brushed. It comes in a 
wide assortment of colors and alumi- 
num. It's waterproof, rustproof, and 
airproof. Dries in 6 to 8 hours—costs 
no more per gallon than any high 
grade paint. Convince yourself of 
the sales possibilities of selling 
RUST-OLEUM. Write for details. 


Rust-Oleum Corporation 
1928-32 W. Grand Avenue 
CHICAGO, ILL. 


BRANCH: 1935 Commerce St., Dalias 








cently placed on the market. By a 
number of new and improved fea- 
tures the machine eliminates poor 
cuts which result from unequal 
coolant distribution—damage from 
off-angle wheels—and lost time spent 
in countless measurements. A fool- 
proof coolant system distributes 
coolant equally to both sides of the 
abrasive wheel. Other features are 
micrometer stop bar, holding pres- 
sure clamps and safer wheel 
guards.—Andrew C. Campbell Div., 
American Chain & Cable Co., Inc., 
Bridgeport, Conn.—Mui.tt Supp ties, 
February 10, 1939. 


Metal Spray Gun 


Gives a steady controlled spray at 
a low cost 


Five cents worth of gasoline will 
operate this gun for four hours and 
give you a steady controlled spray 
for a variety of uses. The gun, de- 
signed for use with all lead-tin 
alloys, will use any standard rods or 
bars of solder. Low air pressure and 
volume is required. This metal spray 
gun is designed for automotive body 
work, rapid pattern and corebox 
work, rust proofing, fire protective 
coating, corrosion protection, decor- 
ative and art work and fine detailed 
duplication —Turner Brass Works, 
Sycamore, IlI—Mitu Supp.ies, Feb- 
ruary 10, 1939. 


Electric Drill 


Light-weight for high speed 
production 


A 3/16-inch drill, extremely light 
weight, with high speed, power and 
stamina makes it a perfect tool for 
aircraft and light industrial work 
claims the maker. Weighing only 
34 ounces, it is a real production 
electric drill and in spite of its small 
size and lightness has unique struc- 
tural features which insure its stand- 
ing up under continuous service. 
Features are a splined gear mount- 
ing, ball bearings, screened air in- 
lets, an ample fan, new grip type 
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IMPROVED 

SCAN-CAN 

GIVES YOU 
REPEAT ORDERS 


Contents always 

visible. Saves 

time, saves oil. 
Genuine Double Seamed Bot- 
toms, reenforced insert type 
spouts. Resistant to pressure, 
shock, and hard usage. Un- 
affected by oil, gasoline, or kero- 
sene. 
Available in many sizes and 
styles. Distributors: Write for 
particulars. 


EAGLE MANUFACTURING CO. 


WELLSBURG WEST VIRGINIA 























AFTER INVENTORY 


when you begin 
Restocking 


BE SURE TO ORDER 


THE 
FAMOUS 


“ATLA ” 


IT will INCREASE your 
sales and give you more 
Satisfied customers. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 
formerly at Appleton, Wis. 











(1h HELP 
YOU STEP-uP 
bY+]4 2 BY 143) 


te 
(NN 


@ The Gardiner complete line of 
Solders is backed by consistent 
advertising ... is famous through- 
out industry for uniform high qual- 
ity. That's why Gardiner products 
sell easily and repeat consistently. 


This industry-proved line  in- 
cludes Flux-Filled Solders, both 
Acid and Rosin Core; Solid Wire 
Solders in gauges down to 1/32 
of an inch; Bar Solders of various 
alloys: Babbitts:; Lining and Dip- 
ping Metals, etc. 


Because Gardiner products are 
made by the most modern methods 
and in large volume the lowest 
prices are assured. Get full de- 
tails on Gardiner’s 100% service 
for Mill Supply Jobbers. 








si 
y = C lardiner 
y iMETAL CO.4 


on 4 


*, <? 
—4 


4833 So. Campbell Ave., Chicago, Ill. 








switch, and a universal motor. Op- 
erating speed, 3700 r.p.m. with an 
optional speed of 5200 r.p.m. at no 
extra cost.—Black & Decker Mfg. 
Co., Towson, Md.—Miuitut Supp ties, 
February 10, 1939, 


Tension Indicator 


Provides uniform tensioning at a 
pre-determined stress 


IF 





3-F 


Available in three sizes, an im- 
proved type of tension indicating 
wrench, recently announced, is de- 
signed to tighten bolts to a pre-de- 
termined stress with each bolt carry- 
ing its proportionate share. Used in 
bolting or tightening heads, flange 
connections, main bearing supports, 
connecting rods or any other parts 
where control must be maintained 
over steam, gas, water, oil or air. 
It prevents distortion, insures ac- 
curacy, maintains compression and 
prevents fuel loss in motors and ma- 
chines. — Automotive Maintenance 
Machinery Co., North Chicago, Ill._— 
Mity Supp.ies, February 10, 1939. 


Electric Sander 


Two-speed sander with “finger-tip 
gear-shifting” 


Instantaneous change from one 
sanding speed to the other is sim- 
plicity itself, with the model recently 
marketed. Embodying the principle 
of the modern gear-shift drive in 
automobiles, the sander has one 
plainly marked button for each 
speed. Two corresponding sets of 
gears are always in mesh with the 
driving pinion and, when the selected 
button is pressed, the speed is 
changed electrically without loss of 
power and efficiency. The sander is 
made in standard and heavy duty 
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THIS LINE 


gets you 
into the 
shop! 


Reducing the cost of handling compressed 
air is the “Open Sesame” to practically 
every shop. The use of air has progressed 


| far ahead of the efficiency of handling it 
| from 


compressor to tool. The Schrader 
line therefore, immediately attracts the at- 
tention of the shop man because it helps 
make his production work more efficient 
and at the same time minimizes his over- 
head by reducing waste in his air supply. 
Purchasing agents are quick to approve the 
foreman’s selection of Schrader Products 
because prices are right. 


Schrader offers distributors complete selling 
protection, sales helps and the services of 
skilled sales engineers to train their sales- 
men. Write for complete information. 


Here's What Schrader Dis- 
tributors Have To Sell... 
A COMPLETE LINE! 


AIR "KNOCK-OUT" SETS . . . Complete 


| assemblies for discharging finished work. 


Adjustable to all machines. 


PRESS SAFETY CONTROL .. . Absolute 
protection against repeat motion of press. 
Foolproof. Air operated. 


HYDRAULIC GAUGES ... Ruggedly buiit 
for tough service. No delicate parts. For 
5 to 5000 Lb. pressures. 


BLOW GUNS... Compact. Sturdy. Sur- 
prisingly few parts. Selective control of air 
flow. Lever and button type. 


QUICK-ACTING COUPLERS... For inter- 
changing air tools at outlets, Like plugging 
into light socket. Air-tight when discon- 
nected. ; 


AIR HOSE FITTINGS .. . Complete assort- 
ment of Couplings, Adapters, Ferrules and 
Crimping Tools. 


Schrader 


266.05. PAT OFF. 


INDUSTRIAL PRODUCTS 


A. SCHRADER'S SON __ Brooklyn, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 
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214 Ounce 
Chipping 


“Nearly as light as a feather” said a 
shop man when he lifted the Cesco 
No. 535 Chipping Goggle. 


To the worker who wears goggles, 
lightness means wearing comfort. It 
means that the goggle will be worn— 
impact hazards reduced. 


Another important comfort feature is 
that the Cesco No. 535 is ventilated— 
cross currents of air circulate inside 
eye cups—making the goggle cooler. 


The Cesco No. 535 is a Chippers’ 
goggle that gives the wearer a com- 
fortable sense of security— it's just one 
item in a wide line that means profits 
for Industrial Distributors. Write for 
catalog, prices and discounts. 


CHICAGO EYE SHIELD CO. 


Chicago, Ill. 


2329 Warren Bivd. 














SHERMAN 


Air Nozzles 
The Best at Modest Cost 


Sherman Air Nozzles give air 
economy and long service for in- 
numerable industrial requirements 
wherever a “shot” of compressed 
air is needed. 


Sherman Air Nozzles are designed 
for maximum utility and operating 
convenience. Volume can be con- 
trolled exactly and economically. 
Four types, but valve mechanism 
in each is the same. Write for de- 
scriptive circular and more details. 


Sold by Jobbers. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 
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types with a capacity for 7 and 9 
inch grinding discs on each. Other 
features are high-torque, high-pow- 
ered, cool-running motor with a 
totally enclosed switch mounted on 
motor housing.—Chicago Pneumatic 
Tool Co., 6 East 44th St., New York 
City.—MILut Suppties, February 10, 
1939. 


Off-Set Clamp 


Eliminates straight line leak on 
hose applications 


For use on rubber hose in every 
type of service, an off-set clamp of 
improved design is now being mar- 
keted. The clamp has many exclu- 
sive advantages. The straight line 
leak along the intersecting halves of 
the clamp, as found in some clamps, 
has been completely eliminated. In- 
stead of bolt lugs being in alignment, 
they and the dovetailing fingers of 
the intersecting halves are set in a 
staggered or off-set, relation to each 
other. This improved design al- 
lows the clamp to grip evenly on the 
entire circumference of the hose, 
thus preventing a straight line leak. 
The clamps are provided with an 
inter-gripping surface which is less 
destructive to the hose cover. The 
bolt lugs and fingers on the clamps 
are heavily reinforced at critical 
points—Diron Valve & Coupling 
Co., Philadelphia—Mit_t Supp ies, 
February 10, 1939, 


Two-Type Wrench 


Combines advantages of open-end 
with box type wrench 


Drop forged of Chrome-Vanadium 
steel in thirteen sizes, a new line 
of two-type wrenches has been an- 
nounced by the manufacturer. They 
have openings ranging from §@ to 
1 7/16 in. Combining an open-end 
and box wrench, each with the same 
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Bolts and Screws 
on demand 
Ready for your profitable use now, 
this stock of 100 to 150 carloads of 
TRIPLEX high grade screws, bolts and 
nuts in most-used sizes and styles is 


maintained for quick shipment. Wire 
or write today for samples, prices. 


The TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


IPLEX 


CAPVAND SET SCREWS, BOLTS AND NUTS 
Millions Sold—Used In Every Industry 








WIREGRI 


have the blue aligning card that locks 
hooks in position—prevents hook loss from 
handling—prevents waste of short card 
ends. 
Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacin 
(for heavy drives and conveyor belts 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 
Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 


310 Loomis Ave. 
Chicago, U. S. A. 


Write for new 
catalog sheets 





(Sut One I. 
THE GOAT 


@ Even in the Bible, the Hebrews talked of sepa- 
rating the sheep and the goats. Sheep had potential 
value for food and clothing, but the goat was just 
an unfortunate and a trouble maker. No wonder 
Billy at the left has his head down and his whiskers 
dragging! 

Modern times have brought the tin can and a 
certain degree of emancipation for the goat, but 
he’s still the butt of all the jokes, the perpetual 
child of misfortune. His human counterpart is 
the man who gets the blame for everything that 
goes wrong, the business man who misfigures eco- 
nomic trends, the salesman who fails to get an 
order because his prospect isn’t familiar with the 
brand he has to sell. 


If one of your big problems is to get your pros- 
pects—at least in metal-working plants—to know 
and respect the brands you sell, why not let us sug- 
gest a solution? In nine cases out of ten, by actual 
count, your prospect sees American Machinist reg- 
ularly. He knows it and respects it, and is familiar 
with brand names he sees there. American Ma- 
chinist can prepare the way for you if it carries the 
advertising of the manufacturers you represent. 
It can lay the groundwork that will eventually make 
your brands familiar and respected by the buyer. 


Suggest to the manufacturers you represent that 
their best sales help to you is a regular schedule in 
American Machinist, which has the largest paid 
circulation of any metal-working publication, 1600 
more even than its own 1929 peak. 


AMERICAN MACHINIST A McGraw-Hill Publication 
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size opening in a single tool, ad- 
vantages are apparent. It permits 
using the end most applicable to the 


(( 
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CLING-SURFACE 


has made tight belts unneces- 
sary since 1896. Treat belts 
with CLING-SURFACE and run 
them SLACK. Increased pro- 
duction efficiency. NO slip- 
page or loss of power plus less 
wear on shaft, bearings and 
belts. Literature and trial tube 
on request. Cling-Surface Co., 
1017 Niagara St., Buffalo, N.Y. 
2 


SURFACE 


FOR ALL BELTS 





BOLTS ++ NUTS-- 


SCREWS «+ WASHERS 











EVERDUR @ © COPPER @ « 
BRASS © © BRONZE @ 
MONEL « © STAINLESS « 


* Complete stocks and the ability 
and facilities to produce special 
orders promptly and satisfactorily 
make Harper your logical source of 
supply for items in NON-FER- 
ROUS metals. Your customers will 
appreciate the high quality of 
these products and return again 
and again thereby building your 
profits. Have you a copy of our 
catalog? 











The H. M. HARPER CO. 


Chicago, Ill. 
LO | i a ST MET: 


2622 Fletcher St. 
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job at hand. The box end has 
double-hexagon opening and is off- 
set at 15 deg. to give proper clear- 
ance for obstructions. The open end 
is angled at 15 deg. for efficiency. 
All wrenches have full chrome- 
plated finish and will retain their 
finish indefinitely. Due to a wide 
range of sizes in which they may 
be had, they are adaptable to work 
on carburetors, generators, etc., as 
well as service work on _ trucks, 
buses, industrial machinery, etc.— 
Bonney Forge & Tooi Works, AI- 
lentown, Pa.—Mi.i Surprises, Feb- 
ruary 10, 1939. 


Belt Sander 


Usable in any position for all types 
of sanding 


Eliminating the costly drudgery 
of hand sanding, this nine-pound 
portable electric belt sander will be 
welcomed by the average workman. 
Light in weight, it is usable in any 
position and has the power to do all 
types of sanding. The front pulley 
may even be used as a spindle sander. 
Where paints, varnishes and other 
surfacing materials have to be re- 
moved, it is a valuable time and labor 
saver eliminating the use of labori- 
ous scrapers, messy chemicals and 
unwieldly torches. It is built with a 
die cast aluminum frame, finished in 
baked aluminum enamel. The abras- 
ive belts are of the endless type and 
travel 600 ft. per min. They are 
2 in. wide and 21 in. in circumfer- 
ence and are furnished in all usable 
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(Strand 


ten SLE SHAFT: ae 


FLEXIBLE SHAFTS 
and MACHINES 


HE fine world-wide reputation 

of American-made Machine 
Tools was not built up through the 
manufacturing of cheap, low-priced 
machines, nor are the better manu- 
facturers of this country turning out 
well-made Tools and Supplies 
through the use of low-quality Ma- 
chine Tools. When you sell your 
trade “Strand” Flexible Shafts, Ma- 
chines or Attachments, you are up- 
holding the standard of high-grade 
American Equipment and _ selling 
your customer quality you can abso- 
lutely stand back of. 


Manufacturers of High Quality Flex- 
ible Shafts and Machines for the 
past 34 years. 


Send for Catalog. 


N. A. STRAND & CO. 


5001-5009 No. Wolcott Ave. 














@ Kanry-Tex is designed especially 
to meet the modern sanitary re- 
quirements of the food packing 
industry. Treated with a special 
latex compound developed by 
Globe, this long-lifed, solid woven 
conveyor belting may be washed 
with hot water or live steam... 
remains odorless, tasteless, and im- 
pervious to fruit and vegetable 
juices or acids . . . allowing prac- 
tically no water absorption. Avail- 
able in white or brown. 


SEND FOR sp — “= a 


Sr 1 r.the 


BELTING wid ‘WEBBING PRODUCTS 


GLOBE WOVEN BELTING 


forelii) ls Ae 


1400 Clinton St. Buffalo, N. Y. 














grits. They may be changed in- 
stantly by means of a patented new 
catch-and-release spring plate. Comes 
equipped with 110-volt universal 
motor that plugs into any light 
socket.—Syracuse Guild Tool Co., 
Syracuse, N. Y.—Mt1tv Supp ies, 
February 10, 1939. 


Insulation Tester 


For testing insulators of low 
voltage equipment 


Indicating immediately whether or 
not there is a short, ground or 
broken wire, an insulation tester 
which has a wide range of applica- 
tions is now on the market. The 
unit is especially suitable for testing 
insulators of low voltage equipment. 
All current-carrying parts are fully 
and carefully insulated making the 
tester safe to operate. Safety fea- 
tures include a three wire primary 
cord, spring operated cover over hi- 
potential secondary test points and 
red indicating lamp.—Ideal Commu- 
tator Dresser Co., Sycamore, [ll.— 
Mitt Suppties, February 10, 1939. 


Transparent Face Shields 


Construction features assure maxi- 
mum comfort 


Of featherweight construction and 
providing ample ventilation, face 


shields recently announced, are 
recommended for light grinding, spot 
welding, wood working and other 
such hazardous jobs. The shields 
provide wide unrestricted vision 
through clear, amber, light or dark 
green non-inflammable cellulose acet- 
ate windows which are particularly 
resistant to hot sparks and small 
metal particles. Also furnished with 
wire screens of desired mesh. Special 
adjustable spring pivot design en- 
ables user to raise lower, or place 
window in any position. Shields are 
so designed they may be worn over 
prescription glasses. All fibre parts 
are steam moulded, under pressure, 
to insure permanent shape—C. H. 
Dockson Co., Detroit, Mich—Mi.. 
Supp.ies, February 10, 1939. 


Small Grinder 


Ideal for small bench lathe work 


As an understudy for the larger 
tools in any modern shop, this tool 
post grinder is just the thing and is 
considered ideal for small bench lathe 
work. It has concentrated power and 
capacity for external and internal 
grinding with accuracy to a tenth. 
It’s a mighty useful piece of equip- 
ment for the home workshop as well. 
It has a spindle speed of 8,500 to 
19,000 r.p.m.—Dumore Co., Racine, 
Wis.—MI i Suppvies, February 10, 
1939, 


Portable Hand Lamp 


Battery can be charged without 
removing from case 


A unique electrical device is the 
recently announced portable storage 
battery lamp. The lamp casts a light 
over one-half mile distant and burns 
ten continuous hours on one full 
charge of its battery. It is designed 
for use by builders, contractors, and 
engineers, in road work, for bridge 
construction, underground, and in 
police and fire department work. It 
has two bulbs. The main bulb is the 
prefocused type producing an_ in- 
tense light under all conditions. The 
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COILTROL 


CONVERSION 
UNIT 


for COIL FIRE POTS 
Nos, 12A, 22A, 24A 


FLAME 
CONTROL 
VALVE 





dé. 
—_ 


This Burner Unit can be substi- 
tuted for the regular Fixed Flame 
Coil Burner Unit. Metal can be 
melted rapidly and the flame 
then reduced, saving loss thru 
dross and saving gasoline—Fire 
Pot No. 44A comes equipped 
with coiltrol, 


CLAYTON & LAMBERT MFG. CO. 
DETROIT MICHIGAN 


THE 
AMERICAN SWISS 


SWISS PATTERN FILES 


STAY SOLD 


The satisfactory performance of 
our product creates repeat orders 
for the distributor. 








Look for this mark on the ~ 
tang of a File 


Kh 


Made in the 
United States 


AMERICAN SWISS FILE & J0L CO. 


Elizabeth, New Jersey 


Also Manufacturers of 
Mechanics’ Hand Tools and Knurls 
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McGraw-Hill’s new Editorial 


Program points the way to 
better understanding between 


your company and its workers, 
customers, and community 


HE VERY FUTURE of your business may depend on 

what “they” think of your firm—on what im- 
pression it is making on its workers, customers, and 
community. In order to help business leaders in the 
complex problems of dealing with their ‘‘publics” the 
McGraw-Hill Publications launched in October a con- 
centrated editorial program on Public Relations. 

Each McGraw-Hill publication will present from 
mow on a complete program, based on the general 
McGraw-Hill public relations plan . . . but tailor-made 
to fit its own segment of industry 

The McGraw-Hill publication edited for your needs 
will continue to report the news from the industrial 
front on products, machinery, markets, and methods 

. but in addition it will supply specific material on 
dealing with your workers, your customers, and your 
community—successfully. 


TEAR OUT—MAIL TODAY! 


¥ 








Since the opening of this concerted Public Relations Program in 

McGraw-Hill Publications, a most gratifying response has been re- 

corded. Thousands of reprints have been ordered, and commendatory 

letters have been received from hosts of readers. Here are a few 
significant excerpts from typical letters, 


“I am very glad to note 
that you are going to make 
a special effort to bring 
American business before 
the public in a little better 
light.” 

H. T. Dyett, President 

Rome Cable Corp. 

Rome, N. Y. 


“I am certain the articles 

presenting the various prob- 

lems of the aviation indus- 

try will aid materially in 

increasing public interest.” 
Paul H. Brattain, V. P. 
Eastern Air Lines, Inc. 
New York, N.Y. 


“We appreciate your treat- 
ment of this subject in 
your October 8th issue and 
are studying it with a 
orem, Om deal of interest. 
Sales Mgr ytd 
Electric Tower ‘Co. 

Milwaukee, Wisc. 


‘Local group already organ- 
ized to tell story of indus- 
try to citizens of Worcester 

. the chairman of this 
committee told me that he 
expects the McGraw-Hill 
public relations program 


McGRAW-HILL 


will be a great help to him 
i on the local 


Ss, Pres. 
>; ompany 
Worcester, Mass. 


“Am sure anyone getting 
the American Machinist 
and reading this insert will 
be greatly benefited ...am 
having it sent to quite a 
number of our executives.’ 
B. B. Quillen, Pres. 
Cincinnati Planer Co. 
Cincinnati, Ohio 


“You and your associates 
deserve the congratulations 
and the gratitude of the 
entire industry for having 
prepared what,in my opin- 
ion, is the most complete 
and comprehensive state- 
ment of a sound and con- 
structive public relations 


program for our industry, 
that I have ever seen. You 
have approached the entire 
subject from a very prac- 
tical point of view, elimi- 
nating all the ballyhoo and 
the window dressing with 
which so many public re- 
lations efforts are all too 
Sroquentty | burdened . 
Forbes, Sec’ y 
7 Mfg. Assn. 
of Georgia 

“I shall take it upon my- 
self to see that the officials 
of the Company connected 
with my Department read 
this section and shall also 
call the attention of the 
members of our Scale Com- 
mittee to the October Issue 
of Coal Age. 

L. E. You jo V. P. 

Pittsburgh oal Co. 

Pittsburgh, Pa. 


In order that you, your firm, and your 
industry may also profit from this new 
program, we will send you a free sample 
copy of the McGraw-Hill publication spe- 
cifically edited for your needs. 


PUBLICATIONS 


McGRAW-HILL PUBLISHING COMPANY 
330 WEST 42np ST., NEW YORK CITY 


( ) Please send me a sample copy of 
without obligation to me. 


COmsTRucT On ELECTRONICS 
—T — 


MINING 
JOURNAL 


ENGINEERING 
NEWS-RECORD 


AMERICAN 
MACHINIST 
AVIATION 


MILL 
SUPPLIES 
and 
EQUIPMENT POWER 


ELECTRICAL 
CONTRACTING 


ELECTRICAL 
MERCHANDISING 


ELECTRICAL 
weEsT 


Bus PRODUCT 
TRANSPORTATION ENGINEERING 
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WEEK 
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RADIO 
RETAILING 
FACTORY TEXTILE 
MANAGEMENT WORLD 
an 
MAINTENANCE 


CHEMICAL 


an 
METALLURGICAL 
ENGINEERING 


COAL AGE 


TRANSIT 
JOURNAL 


wee. teaLee’e 
SALESMAN 


ELECTRICAL FOOD 
WORLD INDUSTRIES 





106 MILL SUPPLIES © FEBRUARY 10, 1939 








SAWS THAT 
PRODUCE! — 


Your best bet 
for sales lies 
in the saws 
‘ that are ten- 
sioned for HIGH SPEED 
PRODUCTION— 


OHLEN- 
BISHOP 
SAW S 


Sold only through Distributors 


Th O; HLEN-BISHOP CO. 


LUMBUS om. mm?) 


Mon a oe 2 ee | 1852 


e 





LINE 


Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 


POWER KING 
for heavy duty in mines and cement mills 
NEW BADGER NO. 5 
for usual and ordinary” car moving Jobs 
BADGER NO. 9 
for cars with low brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR WRENCH .. 
for dumping hopper bottom cars 





i eee 
The Advance Car Mover Co., Inc. 


Wisconsin 


Appleton 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 








auxiliary bulb, operating on an inde- 
pendent switch produces a less in- 
tense light that will burn 60 hours on 
one charge of battery. A feature is a 


rubber reservoir which seals in bat- 
tery vents, collects fumes and acid 
thereby preventing corrosion of ter- 
minals and the leakage of acid out- 
side of battery case.—U-C-Lite Mfg. 
Co., Chicago, Ill—M1LL Supplies 
February 10, 1939. 


Fire Pot Flame Control 


Flame may be varied in size and 
volume 


A distinct feature of a line of fire- 
pots, just announced by the manufac- 
turer is flame control. A coil unit has 
a flame control device which allows 
the flame to be varied in size and 
volume. - A pot of metal can be rap- 
idly melted and then, by an adjust- 
ment of the flame control valve, be 
held at the desired temperature until 
the melted metal is needed. This 
results in a double saving. Gaso- 
line is conserved and the oxidation 
of the metal and loss through the 
making of dross is much reduced. 
The fire pot tank is seamless, 
drawn from heavy steel and thickly 
coated with tin inside and out to 
prevent rust and afford additional 
insurance against leakage.—Clayton 
& Lambert Mfg. Co., Detroit, Mich. 
—Muit Supp ties, February 10, 1939. 


Gear and Wheel Puller 


Handles a wide range of pulling 
jobs 


A simple-to-operate, light portable 
gear and wheel puller combining fea- 
tures of other types is now on the 
market. The improved design en- 
ables one size of the line to handle 
a range of pulling jobs that formerly 
required four to ten types or sizes of 
other devices. Double-end chains have 
grab hooks on one end for spoked 
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JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 


In a class by itself for porta- 
bility and performance —a 
pump your customers need and 
will buy — 


$ 00 Aluminum Alloy 
or Semi-Steel 
F.0.B. Factory Complete 
with Engine 
Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
sen — eugene built with %-1 
H.P | bearing engine or 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 
501 Dublin Ave., Columbus, Ohio 














Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 


DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 
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RUBYFLUID 


the Easy-to-Sell 
Quality Line of 
Soldering Fluxes 


Rubyfluid brings you a 
top notch soldering 
flux that has met the 
approval of operators 
and plant superinten- 
dents everywhere. 
Packaged in eye-ap- 
pealing containers, 
Rubyfluid is priced to 
give you top profits 
and also serve your 
customers well. 

Order from your job- 
ber or write direct. 
Acid or Rosin Core in 
1, 5, 20 Ib. spools. 
Paste 2, 4, 8 oz. and 1 
lb. cans. Flux 3 oz. 
cans to 55 gal. drums. 
Stainless steel flux in 
pt.. qts., gal. 


RUBY 


Chemical Co. 


Rubyfluid 


SOLDERING PASTE 


— i+ —— 


76 McDOWELL ST. Columbus O. 


RR 
—————== 











COLLIS 





SLEEVES .. 
SOCKETS 


Standard Type 
and 
Use-Em-Up Type 


STANDARD TYPE 


| la 5 cots ‘®) 


USE-EM-UP TYPE 


* 


MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 
of your customers. Prompt service. 


* 























THE COLLIS COMPANY 
CLINTON, IOWA 





wheels and special close-grip hooks 
on the other end for solid wheels. 
Pulls spoked, solid, webbed or any 
type or size of gear, or wheel; large 
diameter or small, narrow or wide 
faced, thin or thick. Will pull 
through or over other wheels, and 
will pull wheels on as well as off. 
The puller comes in two sizes with 
a yoke made of special alloy man- 
ganese malleable metal.—Edelbute 
Mfg. Co., Reynoldsville, Pa—Mttu 
Supp.ies, February 10, 1939. 


Carbide Emergency Lamp 


Lessens the danger of exploding 
generated gas 


Simple valve mechanism of a re- 
cently announced carbide light, fore- 
stalls the danger of explosion due to 
generated gas. For use in construc- 
tion, steamship, railroad and other 
such jobs where an emergency light 
is needed. The valve prevents flood- 
ing and insures a smooth even light. 
The light is so designed that no 
high internal pressure can be devel- 
oped during its functioning period. It 
is hermatically sealed and features a 
carbide retainer that holds carbide in 
place and prevents its shifting in the 
container.—Hunter Mfg. Corp., Bris- 
tol, Pa—Mu1tt Supp.ises, February 
10, 1939. 


Portable Electric Blower 


Can be used as two-speed suction 
cleaner or sprayer 


Combining the utility of two blow- 
ers into one versatile portable tool, 
a blower, recently marketed, can be 
used as a suction cleaner or sprayer. 
A two-speed control enables user to 
use it as a high- or low-speed blower. 
As a high-speed tool it can be used 
for removing dust and dirt from 
massive machinery. However, a flick 
of the switch reduces the air velocity 
from 26,000 lineal ft. per min. to 20,- 
500, allowing its use as a low-speed 
tool. Its power on low is ample 
for all suction cleaning. Safety fea- 
tures are: sturdy sand-cast alumi- 
num housing  single-cast aluminum 
fan; three-cord heavy-duty cable for 
positive grounding; low-torque on 
starting from low-speed switch.— 
Clements Mfg. Co., Chicago—MiLi 
Supp.irs, February 10, 1939. 


Bench Drill Stand 


Convertible into a practical and 
convenient stationary drill press, an 
improved bench stand has been an- 
nounced. The stand is substantially 
made, 323-in. high with an 11-in. 
diameter base and a 14-in. diameter 
column.—Signal Electric Co., Me- 
nominee, Mich.— Mit Supp ies, 
February 10, 1939. 
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PORTABLE ELECTRIC TOOLS —The 
new 1939 catalog covers the entire 
line of 114 different portable electric 
tools such as drills, tool chests, drill 
stands, hole saws, screw drivers, nut 
runners, tappers, saws, hammers, 
grinder, sanders, valve refacers, etc. 
Many new refinements in design and 
construction may be noted as well as 
several entirely new items,—Van 
Dorn Electric Mfg. Co., Towson, Md. 


VALVE RESEATER—A new two- 
color bulletin discusses a standard 
reseater which consists of a set of 
precision tools designed to insert re- 
newable seats in all makes of seat 
type valves having seat orfice diam- 
eters from } to 14-in. Four applica- 
tion pictures show clearly just how 
the operation is performed.—Stand- 
ard Reseater Corp., New York City. 


STEEL AND METAL CUTTING TOOLS 
—Here is a new 24-page catalog 
containing information on tools and 
blanks for steel and metal cutting. 
In the booklet is information on 
“Kennametal”, a new substance of 
synthetic tungsten titanium carbide 
composition. The main use of the 
compound is as an ingredient in the 
manufacture of hard carbide alloys 
in the form of blanks for tool tips, 
drawing dies, lathe centers, gage 
parts, etc—McKenna Metals Co., 
Latrobe, Pa. 


ALLOY TUBES—Technical bulletin 
10 is devoted to the effect of silicon 
on the properties of certain of the 
most popular chromium-molybdenum 
steel tubes now being used in the re- 
fining industry. A statement on the 
influence of copper in steel tubes in- 
tended for high-temperature service 
is also given—The Babcock & Wil- 
cox Co., Beaver Falls, Pa. 


BRAZING ALLOY—Bulletin No. 11, 
punched for ready insertion in the 








salesman’s binder, tells just how to 
braze cemented carbide tool tips with 
the company’s No. 3 brazing alloy. 
The step by step process, illustrated 
with drawing shows how the brazing 
is accomplished. Physical character- 
istics are also given—Handy & Har- 
man, 82 Fulton St., New York City. 


TURBINE PUMPS—For economical 
water supply types QE and QAE 
deep well turbine pumps are recom- 
mended by this firm. Cutaway draw- 
ings show all the features and oper- 
ating parts of the pumps and finished 
photographs show the units com- 
pletely assembled. Complete descrip- 
tion and data are included—W orth- 
ington Pump & Machinery Corp., 
Harrison, N. J. 


BOLTS, NUTS, SCREWS—Here is a 
new four-color, 72-page catalog com- 
pletely illustrating and describing the 
firm’s entire line of bolts, nuts, 
screws and washers—made of brass, 
bronze, “Everdur,” monel metal and 
stainless steel. Many new items have 
been added to the firm’s line. Copies 
are available to all mill supply men. 
—H. M. Harper Co., Chicago. 


CAR PULLERS, HOISTS AND 
WINCHES — Specifications, dimen- 
sions and required engineering infor- 
mation on how to select the proper 
car puller is contained in a new 
eight-page, two-color catalog issued 
by this company. The catalog, No. 
7738 tells just how to operate each 
piece of equipment and their capaci- 
ties. Accessories are also shown and 
described.—Stephens-Adamson Mfg. 
Co., Aurora, Ill. 


GRINDERS—I]lustrations—both 
photographs and drawings—are em- 
ployed generously and effectively to 
demonstrate applications and uses of 
“Handee” grinders and allied prod- 
ucts in an unusual, handy and at- 
tractive catalog of 64 pages, pocket- 
size, just brought out. The standard, 
custom, “De Luxe,” and “Ultra De 
Luxe” lines of “Handee” grinders, 
the new “Handee” router and shaper, 
“Chicago” mounted grinding wheels 
and other accessories are covered 
with descriptions, specifications and 
prices.—Chicago Wheel & Mfg. Co., 
Chicago. 


LIGHT POWER TOOLS—‘“How and 
Where to Sell More Delta Tools” is 
the title of an exceptional new book- 
let containing specific sales sug- 
gestions for distributors and their 
salesmen on the company’s light 
power tools. A variety of effective 
means are employed for visualizing 
markets for the various Delta prod- 
ucts, including pictures of a variety 
of applications, a handy table of ap- 
plications and impressive lists of 
users. Easy access to specific infor- 


mative data, on individual products— 
including descriptions, specifications 
and prices—is provided by sectional 
index tabs in the margin. The book- 
let is loose-leaf—Delta Mfg. Co., 
Milwaukee. 


ENGINES, TRACTORS— A composite 
catalog, covering the entire “Cater- 
pillar” line, has been issued for 1939. 
Illustrated profusely with model pho- 
tographs and cutaways to show me- 
chanical features, the booklet gives 
brief specifications and operating 
data about every product built by 
the company. The catalog is divided 
into three sections, the first dealing 
with tractors; the second, road ma- 
chines; and the third, diesel engines. 
—Caterpillar Tractor Co., Peoria, Ill. 


NAILS—A new, 52-page catalog on 
nails, containing size, length, gauge 
number, diameter of head, approxi- 
mate number to pound and descrip- 
tion of 62 types of nails has been 
issued, 

One portion of the book is devoted 
to an interesting history of nails and 
a description of the manufacture of 
wire and wire nails. This section is 
freely illustrated. Nail sizes are 
graphically shown and the origin of 
the “penny” (d) system is discussed. 
Another highlight is description and 
illustration on a greatly enlarged 
scale of the six common nail points 
—diamond, blunt, chisel, needle, duck 
bill and side. These large illustra- 
tions permit quick identification of 
the various styles of points.—Re- 
public Steel Corp., Wire Division, 
Chicago. 


LATHES AND SHOP EQUIPMENT 
—Released in January, this new cata- 
log presents complete information 
on Atlas lathes, shapers, drill presses, 
arbor presses, and shop equipment. 
Twenty-four of its 72 pages are de- 
voted to new ten-inch lathes with 
power cross feed.—Atlas Press Co., 
Kalamazoo, Mich. 


HACKSAW BLADES — Entitled 
“Hacksawology” a new booklet gives 
helpful hints on the care and use of 
hacksaw blades. The various types 
of blades are illustrated and de- 
scribed. Several pages are filled with 
suggestions for the proper operation 
of hacksaws for either hand or power 
machine use.—Simonds Saw and 
Steel Co., Fitchburg, Mass. 


FEDERAL ANTI-TRUST GUIDE—Here 
is a practical reference to anti-trust, 
trade practices, Robinson-Patman 
and fair trade laws, aimed for lay- 
men and students of business or law, 
as well as attorneys. It is a plain- 
spoken analysis with explanatory text 
telling what may and may not be 
done under the law in concise and 
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THE BEST SELLING 
PULLER IN AMERICA 


— @ 
q 





“ANCHOR” GEAR and 
WHEEL PULLER 


For general pulling on repairs and mainte- 
nance of machinery. Only two sizes—4 tons 
and 12 tons—fit most all pulling jobs. All 
fe industrial customers have use for it. 
opular priced. Easy to sell; easy to stock. 


Pulls all kinds, 

all sizes of 

gears, pinions, 

wheels, pulleys, 

etc.; solid or 

spoked, large 

or small, wide 

Or narrow, 

Pulls far from 

or close to end 

of shaft. 
Most practical 
and popular 
Puller on the 
market. Well 
advertised. 
Good sellin 
helps furnished, 
Some choice 
territor’es open 
for distributors, 


EDELBLUTE MANUFACTURING CO. 


Reynoldsville, Penna. 
Makers of Pulling Devices since 1920 














THESE PRODUCTS ARE 
known by the 


customers | 


\ | th ey keep | 


Because Victor Belting is 

_ stronger, more durable, and 

thoroughly dependable, your 

customers will ask for and buy 

Victor Products ...and stay 

‘sold on their performance and 
low over-all cost. 


So when you need balata 
or textile belting for trans- 
mission, conveying, or ele- 
vating, order from Victor's 
“most complete line of textile 
belting in the country.” 


Wain 


53 Park Place 
345 West Hubbard Street 
FACTORY: Easton, Pennsylvania 


BALATA & TEXTILE 
BELTING COMPANY 


New York 


Chicago 








condensed form with citations of au- 
thorities. The index-digest contains 


aa G G over 300 paragraphs with citations 
; ® 4 as to the limits of the various laws. 

“ This book is priced at $2.00 per copy. 
Ball Bearing —Legislative Review Co., 60 Wall 


LOOSE PULLEYS 


St., New York City. 


RESPIRATORS, GOGGLES — Con- 
tained in a new bulletin is complete 
information on rubber goggles, and 
a variety of respirators. All pieces 
of equipment are illustrated and 
prices are quoted for each item.—H. 
S. Cover, 111 Chippewa St., South 
Bend, Ind. 


ENGINE DRIVE DATA—An_illus- @ Put me to work on your customer's belt 
trated engineering data book, No. rae — ra hi snore to 
x gai ‘ © Canto! ‘ax pro under friction. 
.... MAKE MONEY ON 1645, has just been published on coat as ie a’ ad, “ee dice 
Silverstreak” silent chain and roller P ° ‘ \ 
INCREASED PLANT ACTIVITIES chain drives for automotive and sta- or dampness need not be hazards when 
* Plants are constantly modernizing tionary engines. The foreword says, | belts are Cantol-treated. Buy Cantol in bars, 
besnuse of Sherensed activity. Biethe- “The data contained in this book will | Mauid or paste—It’s cash in your pocket so 
tors can cash in on this activity by Q 


offering money-saving Daggett Pulleys be found useful in designing drives stock up now. 
to the plant managers who realize that 


sient chuldewae ese deatie. for gasoline, oil, diesel and steam en- E. C. ATKINS AND COMPANY 


Daggett engineers are at your service to gines, and in laying out convenient, 
give you the benefit of their long ex- durable and quiet driving connections 420 S. Illinois St. Indianapolis, Ind. 
erience and show you why it 1 rofit- 6 re 

as te ot Gas Seen Oa between crankshafts, camshafts, fan- 


* shafts, generators, magnetos, etc.— 


Link-Belt Co., Chicago. 
CHICAGO PULLEY G&G 
ee ee) ee On Oe NICKEL ALLOY—Bulletin 17, Ws 


21 N. Des Plaines St. CHICACO, ILL punched for ready insertion in the 
salesmen’s binder is entitled, “Proper- 
ties and Uses of Inconel” and con- 
el tains complete information on this 
. . . / / 
nickel alloy. Some of the points cov- STOCK THE 
ered are composition, properties, cor- OTTEMILLER LINE 
rosion resistance, typical uses, etc. 
ee ; : and 

IS IN ITS Another new bulletin titled “Engi- 


55th YEAR neering Properties of ‘K’ Monel” PULL 


contains full information on this cor- BUSINESS 
OF SERVICE TO rosion resistant wrought alloy of 
| nickel, copper and aluminum.—I/nter- f I / YOUR WAY 
AMERICAN _ I trtionat Nickel Co. 67 Wall St., . 
| w D Pere - 7 Lots of orders are be- 
U S T & Y Z ing placed all around 
We are one of the foremost designers PUMP CASTINGS METAL—Recently Z you for cap /screws, 


‘ ahetes : : ; : ‘ set screws, couplin 
and fabricators of engineering and announced is a new eight-page, illus- pling 


eee. ——e = trated booklet, Form 100, entitled : bolts and studs. It's 
rh “Meehanite—the Metal for Pump @ steady, shipment-from-stock busi- 


tr Castings.” The booklet describes and ness which you can develop into 
MONEL = | illustrates various adaptations of this BIG VOLUME through repeat orders. 
INCONEL ate py See gear 
nat meta tmp cet severe | | Why at pl hb your 
STAINLESS STEEL service rec : é 10n, ° 

and other metals | results of recent cavitation tests on " nentiing yee a hi 
Industrial distributors are invited to | different types of “Meehanite” are | -ageoeel a = 
send us their inquiries on Coils, included. — Meehanite Metal Corp. | have an inside track because the line 


a . Expansion Joints, Kettles, Pittsburgh, Pa is complete for all purposes, depend- 
anks, Evaporators, Coolers, Stills, ete. ; es . able in quality and right in price. 
We offer a complete line of Metal ptigitie . ’ 


Floats in copper, steel, stainless steel, | Get details of our 100% DISTRIBU- 
brass, aluminum, Monel, and practi- | HIGH TEMPERATURE CEMENT— TOR SERVICE. ° 


cally any workable metal. All shapes Here is a new 20-page catalog which 

and sizes to 36” diameter. is filled with photographs of installa- 
Sulletins anid pelece om veqnens tions of “Hytempite”, a plastic, air- The Wm. H. 

ARTHUR HARRIS & CO. setting, high temperature cement for | 


210-218 N. ABERDEEN ST | bonding refractory brick and shapes. OTTEMILLER CO. 
: (sermerty Curtis st.) baie Features of the cement, its uses and veers. PA 
CHICAGO, ILLINOIS application are all described in the . PA. 
Est. 1804 catalog.—Quigley Co., New York 
City. 
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Rotary Elec 
tric Portable 





No More Hammering! 


No More Chiseling! 


Here’s a new drill point for use in 
rotary electric portable drills that 
saves hours and days in non- 
metallic drilling jobs. It’s the new 
Carboloy Masonry Drill—the fast- 
est-cutting, longest-wearing drill 
ever introduced! Far faster, far 
easier than the slow, cumbersome, 
ordinary method of hole drilling. 

Get your share of profits from 

For All this amazingly fast drill. 


Here’s what it does: The Carbo- 
loy Masonry Drill drills holes in 
concrete, brick, tile, slate, etc., 
Drill 50% to 75% faster! It lasts up 
ms to 50 times longer! It holds a 
keen cutting edge for weeks of 
continuous use! It’s the perfect 
drill for installing expansion an- 
chors quickly and easily. No 
noisy hammering! No monotonous 
chiseling! No ragged holes! Merely 
slip the Carboloy Drill into the 
ordinary type of rotary electric 
portable drill and it’s ready to 
go—and go fast. 


ae > ema sama 
A REAL 
2-WAY PROFIT MAKER 


All electric drills give far better results 
when Carboloy drill points are used. That 
often means a 2-way sale—a Carboloy 
drill point and an electric drill. 








A Wide Field of Use 


2 
Toledo Pipe Threading Machine Co. 67 
1 


To sell the Carboloy Masonry Drill you have 
Triplex Screw Co 


an extremely large field of use. Plant mainte- 
nance men, electricians, plumbers, contractors, 
sign hangers and others in the construction 


Factory Management & me 7 
9 
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trades and maintenance departments of indus- 


trial plants have daily use for 
a drill of this type. It costs you 
nothing to get the complete 
story about this new, unusual 
type of drill metal. Just pin 
this paragraph on to your fet 
terhead or postcard and mail 
today for free folder and quick- 
profit resale proposition. Don’t 
overlook the larger profits this 
unusual time-saving, money- 
saving drill offers you. 


CARBOLOY ne gpl 4 
2953 East Jefferson Ave. « 


Write today 
for leafles 
and quick- 
Profit resale 
Proposition 


CARBO LOY 


Masonry yo 


Drills 











backfires 


The Manager’s Page .. . a meeting ground for discussion of problems 


common to distributors and manufacturers .. . seeking to dispel 


the fog of misunderstanding which may exist between the two 

















@ Last month we “popped off” and urged man- 
ufacturers to mention in their advertising to 
industry the fact that their products could be 
secured from a local distributor. Much to our 
surprise, we got immediate responses from 
distributors and manufacturers alike. Perhaps 
the most convincing, however, came from one 
of our contemporaries, American Machinist. 
“Lookere,” said their promotion manager, 
“how about this? Here this guy writes us say- 
ing that he bought 40 speed reducers from the 
local representative of one of our advertisers 
just because this speed reducer gent gave the 
names of his distributors in one of his ads in 
American Machinist. And, not only that, he 
steered the distributor to another company 
which bought 60 of the darned things.” Maybe 
that wasn’t one of our usual crack-brained 
ideas after all. 


@ Bob Hamilton of Dumore writes us sug- 
gesting that on the convention cruise we all 
pay the customary tips in advance and then 
have the privilege of moving around in the 


saloon (that’s a seagoing dining room). Not 
a bad idea, particularly in view of the fact that 
the last day aboard ship has usually found this 
department very badly bent, if not broken, fi- 
nancially speaking. Maybe the convention 
committee could do something about this. 


® Governor O’Daniel, ex-flour salesman, drew 
50,000 people to his inauguration. Since the 
president of the Southern Association hails 


from Texas, we'd be downright worried about 
the prospects of a “hillbilly band” aboard the 
Monarch of Bermuda if it weren’t for the fact 
that O’ Daniel also advocates “$30 a month for 
everybody” and we know darned well that 
even Jack Dale wouldn’t be so liberal with a 
whole convention, though at our last “set- 
ting” he was doin’ all right. 


™ Note to sales managers: Senator Morris 
Sheppard, Democrat, Texas (that state’s in 
again) predicts return of prohibition. If the 
Hon. Sheppard knows his business, it might 
not be a bad idea to set up a sales expense re- 
serve against a return of the “noble experi- 
ment.” 


@ This reciprocity business is beginning to get 
in our hair (both of them). According to a 
good many distributors, that “ole debbil” is 
getting worse, if anything. The worst part 
of it is that the average distributor just can’t 
do a thing about it. Some of the manufac- 
turers could, yes, but where would any of them 
end up without a universal stand? Behind the 
well-known eight-ball! Suggestions, please! 


®@ Maybe the guy we heard “sounding off” in 
a Pittsburgh restaurant has something. His 
monologue went something like this: “I al- 
ways sez, ‘May my customer be always right, 
but right or wrong, my customer.’ ” 


Jim CHANNON 
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